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The Meilicke 





The Method of To-day | 








The progress of civilization is measured by the development of methods. 
historic man reckoned by the notched stick and string of shells. 
slowly the graven record and abacus of The East. 


means of charts and tables was made possible. 


Pre- 


Century followed century developing 
With the inventing of printing, “figgering”’ by 
For generations there was no further advance. 


The instant, urgent demand of Today for time and money saving methods has produced 


THE TIME and INTEREST CALCULATOR 


The Crowning Achievement in 
Efficient Computation 


The methods of an earlier generation 
will not meet the requirements of a modern bank. 
Old, makeshift tables and charts are expensive 
because they are both time and money wasting. 
“Figgering”’ interest wastes the time of the bank 
clerk and customer. The inaccuracies and incon- 
sistencies of computing time, waste money for 
either the bank or the customer. 


The Meilicke Calculator computes 
interest at any rate for any amount. It reckons 
the actual time between any two dates. It in- 
dicates the exact date of maturity and accom- 
plishes this most responsible work correctly and 
automatically. It eliminates all guesswork in 
the handling of the most important function of 
the banking business—the collection of interest. 


It is astonishing but true, that for 
centuries there was no fundamental change in 
methods of computing interest. All over the 
civilized world, accountants followed a system but 
slightly advanced over the notched stick of the 
savage. The errors, duplication of effort and 
tremendous waste of time were not realized until 


the invention of The Meilicke 


A Free Book 


To expose the wastefulness and inaccu- 
racies of other methods, a special book has been 
prepared. This book—which contains information 
worth dollars and dollars to you—is mailed free 
to executive officers only of banks. Tosecure your 
copy obligates you to nothing but to read it. And, 
since you are interested in learning how banks lose 
hundreds of dollars annually, and how this loss 
may be stopped and turned into a profit, you 
cannot afford to overlook the offer we make. 


Conditions today require that only ac- 
curate and most economical methods be used. 
Our book describing the method by which you 
can safe-guard your interest department, may 
give you precisely the information necessary to 
insure passing safely through this period of re- 
adjustment. 


Meilicke Calculator Company 


Manufacturers of 
The Time and Interest Calculator 


L-352 North Clark Street 


Chicago 





























~ < Meilicke Says “A PROBLEM ONCE SOLVED CORRECTLY IS ALWAYS SOLVED”S | 
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The Banker, The Motor Truck 
The Transportation Problem 


IG MEN — bankers, industrial leaders, railroad 

executives, government officials—all are 
coming to know the mighty mission of the 
motor truck. 








They find even today, that one-half as much 
freight tonnage is moved by motor truck as by 
rail. They find motor trucks speeding farm work, 
doing mighty construction jobs, delivering many 
kinds of loads quicker, easier and cheaper than 
any other method. They find them never a 
luxury— always a necessity. 
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These are some reasons why bankers are coming 
more and more to favor motor trucks when the 
purchase of such equipment is contemplated by 
clients. 


A new book, reproducing statements from lead- 
ing bankers on this question has just been pub- 
lished. Also a book telling how the Service Method 
of SCIENTIFIC CUSHIONING for the first time 
gives adequate protection against the Five Funda- 
mental Shocks and Strains, which are so constant 








\ and deadly a menace to motor truck efficiency. 
(a Write for these books today. 
| SERVICE MOTOR TRUCK COMPANY 


| Wabash, Indiana, U.S. A. 












MOTOR TRUCKS 


With the Red Pyramid on the Radiator 
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“Nice of the Union Trust, wasn’t it? They’re so appreciative” 


Down deep within us, where we really live, we are all a good deal alike; 
hungering constantly for appreciation; and responding to it with a warm and 


emembrance genial glow of gratitude. 

TRADE MAR} To foster this valuable spirit of friendliness with pleasant acts of thoughtfulness is 
the cheerful task of Remembrance Advertising. By act, not argument, it expresses 
eS * sincere appreciation of the business of the past. More than that it looks forward 
Ve rlising confidently to yet more pleasant business relations in the future. Intelligently and 
permanently it builds the good will which makes tomorrow’s business a certainty. 
During twenty-four years Brown & Bigelow have helped make business 
more friendly—and more profitable. ‘They have expressed the spirit of evga 
You”? in Art Calendars of rare harmony and beauty, in Holiday Greetings, i 
welcome desk and pocket articles of rich Mission rey They furnish tee 
tokens of appreciation to sixty-five thousand warm-hearted clients whose cus- 
tomers thoroughly enjoy trading with them because ‘‘They’re so appreciative.’’ 
“Remembrance Advertising,” a helpful booklet relating actual incidents of 

the power of friendliness in business, sent free upon request. 


Brown & Bigelow — Quality Park— Saint Paul ~Minnesota 


SAULT STE. MARIE, ONTARIO 








at T he House of Quality ” 


ADVERTISING SECTION 





FS a ee 








~~ DD wD we 


oT" @ * 





a il Ts 


ee een re 


| ae na 


CLEARING HOUSE 


H. B. Selleck 


Managing Editor 





Tae 


Burroughs 





























Three 


S. D. R. Smith 
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S. R. Kimball 
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Puzzle: Find Our Contingent Assets By Oswald F. Schuette 
What Would a Bank Examiner Do if Assigned to Check Up Uncle 
Sam’s “Securities’’ Resulting From War Financing? 

A Grain Draft Department In Action By James E. Neville 
Showing How the Bank Supplies an Invaluable Special Service in 
Minneapolis and Other Great Grain Centers 
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Why Do New Accounts Come to You? By Ralph P. Anderson 
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What the Banks of Iowa Have Learned About “Bird Dogs,’’ “Cream 
Puffs’’ and Makers of Wildcat Subscription Notes 

Bank and Burglars Under One Roof 


Farm Trade Follows the Bank Account By Charles Moreau Harger 
The Banker with Initiative May Bring a Whole New Trade Territory 
in Touch with His Home Merchants 

Now’s the Time to Create Good Will By T. D. MacGregor 
Advertising is One of the Great Factors in Building that Intangible 
Banking Asset—Other Publicity Ideas 

Merit Fixed on a Percentage Basis By Axel Johnson , ; 
A Successful System that Rates Bookkeeping Work According to the 
Kind of Errors Employees Avoid 

The Bank that Goes *‘House to House’” By Earl R. Obern : 
Even the Weather is Taken into Account by this Chicago Institution in 
Circularizing for Neighborhood Business 

For Real Opportunity—The Small Town. By W. M. Jackson 

New Accounts—Effectively Handled By H. K. Dowling 
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The same Addressograph that enables 
our advert out on time, neatly and 
costs in routine name and data writi as 
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Sincerely, 


Cashier, 


It Boosted This Bank’s Deposits 


$500,000 in 6 Months 


[ts not WHERE—but HOW you go after deposits ! 
Westwood, N. J. is a small city—only 2,500 people. 
Yet in six months The First National: Bank there in- 
creased its deposits a HALF-MILLION DOLLARS! 
Spending is easier than saving! People don’t save 
unless urged—- unless shown why a bank account HELPS 
THEM! This bank doesn’t believe in just “holding its 
own.” It got busy—made a list of people with money to 
save—and won their accounts, by the quickest, least ex- 
pensive method—“‘Addressograph-ed” letters and circulars. 


A Sales and Plate Embossing Stations in 50 Cities 


TRADE MARK 


PRINTS FROM TYPE 


CANADIAN HEAD OFFICE: 70 Bay Street, Toronto, Ontario, Canada 
Ottawa 


908 W. Van Buren Street, 
Chicago, III. 
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Why envy this bank’s success ? An Addressograph will 
do the same for you. 10 times faster than pen or type- 
writer it fills in names, addresses, salutations and dates 
on form letters—addresses 100 envelopes in 5 minutes — 
exactly like typewriting and without errors! Addresses 
all bank forms at 1,000 to 1,500 an hour! No mistakes! 


10 DAYS FREE TRIAL WILL CONVINCE YOU 
(No cost or obligation if you don’t buy.) Sign and mail 
this page now before you forget it! 







745 Broadway, 
New York City 
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Puzzle: Find Our Contingent Assets 


What Would a Bank Examiner Do if Assigned to Check Up 


Uncle Sam’s ‘‘Securities”” Resulting From War Financing? 


AUTHOR’S NOTE—The figures and facts con- 
tained in this article were gathered by the 
writer, himself, from government officials, 
and it is the writer’s aim simply to 
set forth these conditions as they 
exist. Responsibility for the disor- 
dered state of the government’s records 
of its “contingent assets’ is not to 
be laid at the door of any individual, 
or group of individuals, or party. The 
fact is that the machinery of govern- 
ment departmental accounting was 
never built to carry the burden of such 
extraordinary financial transactions; 
nor has it proved flexible enough to 
meet these demands. The remedy, 
as set forth in this article, is an 
adequate budget system. 


9 one of Uncle Sam's bank 
examiners dropped in to 
the Treasury Department in 
Washington, he would find a 
wonderful field for a real bank 
examination. It would be 
worth going far to hear his 
comments on the securities, 
near securities and just plain 
paper which he would discover 
carefully stowed away among 
the assets of the United States. 
For the war has left a strange 
assortment of “contingent” 
securities in the hands of 
Uncle Sam. 

Before the war, Congress 
invested most of the taxpay- 
ers money, that was left after 
the payment of operating ex- 
penses, in more or less visibly 
concrete things like public 
buildings and Panama canals. Some- 
times it put a hundred-thousand-dollar 
building in a three-thousand-dollar 
town, or tried to dig a twelve-foot 
channel in a ten-inch stream—and 
then there was a yell about the pork 
barrel. But neither Congress nor the 
taxpayers expected to see any of this 
money coming back. There was noth- 
ing “contingent” about these assets. 
No treasury official lay awake nights 
trying to figure out whether any of 
them would come back in the form of 
“investment returns.” 

The “war securities’ which the 
Treasury Department has piled up as 
the result of sundry war expenditures 
are of a far different type. Techni- 
cally, they are supposed to be worth 
real money and to be reconvertible into 
real cash. They represent a lavish 
use of war funds commanded by war 
necessities. They are investments 


By OSWALD F. SCHUETTE 
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A view through the door of a vessel under construction at Hog Island 


made in various enterprises and loans 
given to individuals and governments 
out of the apparently bottomless 
treasure house of the American people. 

Now ti.at the war has been over for 
a year or so, it seems worth while try- 
ing to trace these “‘contingent assets’ 
of Uncle Sam. Speaking in billions, 
they represent a total between 
$15,000,000,000 and $16,000,000,000 — 
quite a sizable figure even in these 
billion-dollar days. They aggregate 
more than three-fifths of the public 
debt of the United States. That is to 
say: If they could be liquidated at 
100 cents on the dollar, we could quit 
paying taxes for three or four years, or 
we could more than wipe out the 
$15,640,568,000 of the four Liberty 
Loan bonds now outstanding. 

But where are these assets? That 
is the question that the aforesaid 
bank examiner would have a hard 


time answering. I have spent two 
weeks delving into the hidden recesses 
of the Treasury Department 
and questioning officials high 
and low, assistant officials, 
chief clerks, assistant chief 
clerks, assistant secretaries to 
secretaries, accountants, stat- 
isticians and division chiefs. 
I have attempted to tabulate 
data acquired fromofficial and 
unofficial sources. I have 
found no one in the Treasury 
Department or out of it who 
has been able to give me even 
an approximately complete 
list of these “contingent as- 


sets. The best they can do 
is to give me “approxima- 
tions.’ Partly this is due to 


the fact that some of these 
“investments were made by 
other departments that have 
not yet made complete returns. 
Much of the difficulty is also 
due to the fact that not even 
an omniscient bank examiner 
could tell whether some of 
these investments are assets 
or liabilities. 

These “approximations do 
not appear in any official 
documents. They are not 
listed in the “Daily State- 
ment of the United States 
Treasury” nor do they appear 
in the “Monthly Financial Statement 
of the United States Government.” 

Even the “approximations” which 
it has been possible to gather from 
various more-or-less authoritative 
sources are only based on the best 
guesses as to the “par value” of the 
“investments.” 

But it must be explained, however, 
in justice to the treasury officials, 
that all these investments were made 
by the government as part of its daily 
expenditures. They were made under 
authorizations of Congress which di- 
rected the treasury to put “not to 
exceed’ so-and-so many millions into 
this or that war enterprise. There- 
upon the Treasury Department 
shoveled out the necessary amount of 
cash, having previously sold enough 
Liberty bonds or Certificates of In- 
debtedness to do so. That was the 
end of the Treasury Department's 





Six 


worries. With the proper sort of 
budget system, of course, the treasury 
could now be made responsible for the 
custody of the “investments” that 
resulted from these expenditures. 
So far, they have not donethis. Only 
as to a few of the items has the 
Treasury Department the actual cus- 
tody of the papers involved. Of the 
direct loans to foreign governments, 
for instance, it could tell you to a cent 
that the loans that have been made, 
after deducting repayments, aggre- 
gate $9,447 401,035.66, but it couldn't 
tell you the exact amount of other 






foreign government loans that have 
been made through other departments. 
These ‘approximate’ $650,000,000. 

The Treasury can tell you that it has 
turned over to the United States 
Shipping Board and its Emergency 
Fleet Corporation the sum of 
$3,322,525,771.80 but neither it nor 
the Shipping Board can tell you how 
much of this is investment and how 
much the taxpayers can kiss good- 
bye forever. 

The Treasury Department hopes to 
realize 100 cents on the dollar on the 
$500,000,000 invested in the War 
Finance Corporation, and the 
$500,000,000 in the hands of the 
United States Grain Corporation. It 
also expects a 100 per cent return on 
the $180,600,000 of Farm Loan bonds 
it has purchased. But it hasn't 
the faintest idea as to the amount it 
can hope to repay to the taxpayer from 
the $1,161,000,000 of the Railroad 
Administration securities that it has, 
nor of the $66,500,000 that the 
United States Housing Corporation is 
trying to liquidate. 

To put it in another way. In the 
good old days of John Bunyan, an 





















author who found no other way of 
making himself clear tried to say it 
with an allegory. Let us try that 
method on this subject: 

Supposing a bank examiner were 
to walk into the cashier's office of 
the Xth National Bank of Big- 
ville, Ill. He finds the cashier a 
genial old soul with a smile-wrinkled 








f 
| Approximate Cost of Uncle Sam’s 
‘“Contingent Assets”’ 





| Loans to various | 
| Governments . $10,100,400,000 | 
| Railroad 


|  Securities.... 1,161,000,000 | 
| Shipping Board. 3,322,300,000 | 
Grain Corpora- 
"Rae RG 500,000,000 | 
War Finance | 
Corporation .. 500,000,000 
Farm Loan 
Board........ 180,600,000 | 
Housing Corpora- 
a iva ch otk | 





$15,830,800,000 








66,500,000 | 
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Below: One of the 100-ton locomotives undergoing 
repairs after two years in the service of the govern- 
ment. Above: The recently launched super- 
dreadnaught California as it looked when under 
construction at Mare Island, California 


face and a much-disordered desk. 

“What are these contingent assets 
you have put into your statement?” 
the bank examiner asks of the cashier. 

“T am sure | don't know exactly,” 
replies the unworried bank official. 
“IT am sure somebody around here 
knows something about them—may- 
be the note teller could tell you 
something about them, or maybe the 
vice-president, or the bank runner, or 
the first assistant watchman. It’s 
hard to keep track of a lot of these 
things. All I know is that we loaned 
a lot of money to some folks over in 
Veedersburg, Ind. 

“Some of that other money went 
into a street car line in Terre Haute. 
Offhand, I can’t tell you whether the 
street car company is making money 
or not. All I know is that it hasn't 
made very much. It has had a lot 
of trouble with the help. You might 
write and ask them. They may be 
able to tell you if they ever expect 
to pay us back. 

“We also put a little money—I 
don't know whether it was a hundred 
thousand or a couple of millions— into 
a boat line on the Wabash river, or 
Lake Michigan, or the Atlantic ocean, 
or somewhere. That is, | think it 
was going to be a boat line. They 
had not built the ships and we let 
them have the money to build the 
shipyards to build the ships with. 
Now I am nct sure whether we are 
going to get the money back, or the 
ships, or just pictures of the ships they 
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Relief is being administered to thousands of destitute 
in Poland by the American Food Commission. Above: 
A view of one of the American Red Cross warehouses 
in Warsaw. Below: Women and children thronging 
one of the many relief stations 


were going to build. I am pretty 
sure they have never carried any 
passengers yet, and | know that we 
haven't seen anything that looks like 
money from them. 

“Returns from these investments? 
you ask. I can't say that we really 
ever expected any returns from them. 
We put them down on our books, 
when the money went out and we 
hope that somehow or other we may 
have something to show for it when 
we get through. Somewhere in our 
records, I don't know just where, there 
ought to be a list of them. But | 
haven't seen the list, and maybe it has 
gotten lost. Why be finicky about 
little details like that? If we get 
something back, we charge it up to 
profit. If wedon't, wecarry it along 
for awhile and some day, probably, 
we will charge it to loss. 

“Oh yes, I forgot. There was 
another batch of money that we put 
in some relief work in Arkansas or 
Afghanistan, or some such place. We 
were told that we would get it back, 
but the man that told us now says 
that he hasn't got it any more, and he 
is not quite sure just who got it, or 
whether the people who got it were 
told that they were supposed to bring 
it back when they got through with 
it. No I don’t know just how much 
it amounted to and I can't tell you 
just exactly who got it in the first 
Place. I don't think it is worth 
worrying about. 

“Yes, I know that isn’t the way 





















money should be scattered around by 
a bank, but we had it to scatter, and it 
was much easier to do it that way than 
to keep a lot of ironclad accounts and 
make people pay back what they 
borrow. It is so easy to lose a lot 
of friends if we insist that they must 
settle up what they owe us. Some- 
how I have always had the feeling 
that there was a lot more money 
where this came from and it did seem 
a little niggardly to be so touchy about 
what we loaned.” 

But let us go back from Bigville, IIl., 
to the Treasury Department at Wash- 
ington. At the head of the list of 
Uncle Sam's “contingent assets"’ stand 
the loans to foreign governments. 
The lion's share of this total went to 
Great Britain — $4,277,000,000 — 
out of which that country has 
repaid $64,164,007.99. Then comes 
France with $2,957,477,800, on which 
there is a repayment of $12,147,000. 
The only other country that has made 
any repayment is Belgium which has 
paid back $10,000 on a total advance 
of about thirty thousand times that 
sum—$338,745 ,000. 
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Italy stands credited with an ad- 
vance of $1,631,338,986.99, with no 
repayment. Russia—before the era 
of the Bolsheviki—received $187,- 
729,750. Whatever may be said of 
the salvage of the remainder of these 
foreign investments, this allotment to 
the Czar and Kerensky seems likely 
to prove a genuinely “permanent” 
investment in every sense of that 
word. 

Czecho-Slovakia received $59,524,- 
041.10; Serbia, $26,780,465.56; Rou- 
mania, $25,000,000; Greece, $10,000,- 


oy | 
000; and Cuba $10,000,000. Liberia 
was awarded a “credit” of $5,000,000 
but got only $26,000 before the ar- 
mistice came. 

There is still available, under the 
various “‘credits’’ established in favor 
of these governments by the treasury, 
a total of $109,880,967.74, but it is not 
likely that any important part of this 
balance will be drawn unless the 
treasurer decides to use it for the 
payment of interest on these credits. 
Practically none of the interest has 
been paid, and negotiations are still 
pending for the funding of the unpaid 
interest. It is the Treasury De- 
partment plan to allow the interest to 
stand for several years before pressing 
these governmental creditors for either 
principal or interest. How much the 
final return on these loans will be it 
is difficult to say. 

The various financial conferences 
which have been held in Europe since 
the treaty of Versailles have concen- 
trated on methods by which these 
foreign governments might induce 
Uncle Sam to take their loans to each 
other as repayment of the loans we 

(Continued on page 26) 
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A Grain Draft Department in Action 


**Minneapolis”—a flour mill view 


ECULIAR 

to four cities 
of the United 
States, and 
especially interesting as it operates in 
Minneapolis, is the Grain Draft 
Department. Specialized service is 
warranted only in centers where a 
heavy volume of business moves. This 
is the case at all times in Minneapolis, 
and especially so in the autumn when 
the grain rush becomes enormous. 

Let us suppose that it is Monday 
morning. In every bank, everywhere, 
of any size the incoming drafts are 
being made ready for presentation, but 
in Minneapolis in the Northwestern 
National, the First National and the 
Midland National, the three banks 
that finance the grain trade, special 
service warranted by the conditions 
is being prepared. 

On the big trading floor of the 
Minneapolis Chamber of Commerce 
where men have assembled in the pit, 
waiting for the gong to strike that 
trading in grain futures may begin, 
other men are gathering about the 
cash tables where samples of grain 
drawn from the cars recently arrived 
in the railroad terminals are being 
piled up pan upon pan. As soon as 
the various railroad reports have been 
received and scanned, a clerk from 
the secretary's office mounts to a 
blackboard and posts the day's re- 
ceipts. What will they be? Maybe 
1,100 or 1,200 carloads, rarely under 
1,000 carloads in the early part of the 


Showing How the Bank Supplies an Invaluable Special 


By JAMES E. NEVILLE 
Assistant Cashier, Northwestern National Bank, 
Minneapolis, Minn. 
crop movement, and not infrequently 
in a year of a big crop when railroad 
service is normal, 2,000 cars or more. 
Wheat always is the big item. If 
there are 1,500 cars posted, quite 
likely between 900 and 1,000 cars will 
show wheat, while the remainder will 
contain oats, barley, rye, corn, and 

flaxseed. 

Meanwhile there is an animated 
scene in the mail departments of the 
big banks. 

Let us take a typical Monday in the 
grain moving season in the North- 
western National of Minneapolis. 
Thirteen messengers are on the job 
waiting for their route assignments, 
five of whom represent the special 
service to the grain trade. In the 
Mail Department the grain drafts are 
being sorted separately and soon they 
begin to appear in the Grain Draft 
Department in bunches under a slip 
bearing the name of the firm on which 
drawn. Quickly the Grain Draft De- 
partment tabulates them in pencil on 
memorandum form, which is rubber- 
banded about them, and they are 
handed to a messenger who darts 
away. Ordinary drafts on the whole- 
saler, the manufacturer, the retail 
merchant, or others, will go out at 
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10:45, but at 


10:15 five fleet- 
Service in Minneapolis and Other Great Grain Centers footed messen- 


gers are on their 


way into the grain tradedistrict. This 
is centered principally in the Chamber 
of Commerce, Chamber of Commerce 
Annex, old Chamber of Commerce, 
Corn Exchange, and Flour Exchange 
buildings, which are, one beside or 
across the street from the other, 
although a few notably large firms in 
the grain and milling trade have their 
offices outside this congested district. 

Into the office of the grain firm 
comes the messenger a few minutes 
after he has left the bank, and puts 
down his drafts and memorandum. 
About half these drafts are paid at 
once by check. About half are not 
paid, but the grain firm cashier or 
other authorized person stamps the 
slip with the word “Presented” and 
sends it back. 

When the slip comes back with this 
word upon it the manager of the 
Grain Draft Department knows that 
the firm so marking it will be into the 
bank by 2:00 p. m. with a check to 
cover. This is rigorously adhered to, 
and not only the banks but all the 
grain firms and the Chamber of Com- 
merce Clearing House co-operate in 
every way. 

By eleven o'clock another run goes 
out, and these drafts likewise are 
either paid upon presentation or 
marked “Presented.” Likewise if so 


marked they are covered by check 
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that must be inside the bank not later 
than 2:00 p. m. that day. When all 
the checks covering the presented 
drafts have been received, the man- 
ager of the Grain Draft Department 
lists all those drawn upon other local 
banks, totals them, and messengers 
start again for these banks, presenting 
the checks and receiving cashier's 
checks for them. These cashier's 
checks are used when the clearing 
house settlements are made at 11:00 
a. m. on the following day. 
Meanwhile the bank that has sent 
in the draft has been credited in full 
for their total, if they are correspond- 
ent banks, as usually is the case, and 
if otherwise, a cashier's check in settle- 


When In Doubt, Try the 


TYLE, or character, of bank 
advertising is always a debatable 
subject. 

There are some, of the older school, 
who cling to the theory that a bank 
or trust company is a_ hallowed, 
mysterious, sacred institution, where 
other people's money is cared for, 
and where loans are made when the 
security is sufficient. 

Others, of more modern teachings, 
believe in the doctrine that a bank is 
a merchandising institution, having 
for sale its services and facilities for 
depositors, and its trust company 
powers for those who want a trustee 
or an executor of their estate. 

There is no doubt that bank ad- 
vertising should carry a dignity com- 
patible with the dignity of the bank's 
marble pillars and its chaste furnish- 
ings. A bank, however, can go 
further than the traditional announce- 
ments of capital, surplus, “facilities” 
and so on, and still retain this dignity. 

One way to get light on this charac- 
ter of advertising is to take the public 
into one’s confidence and ask the 
readers of the advertising matter 
which style they prefer to read. 

Such a thing was done in New York 
a few weeks ago. 

The Columbia Trust Company of 
New York is credited with being one 
of the pioneers in educational bank 
advertising that told its readers some- 
thing more than the names of its 
Officers, the deposits, the resources, 
undivided profits, and the many other 
Phases so familiar to bank advertise- 
ments of a half-decade ago. 

The company pursued this “‘new’’ 


ment goes forward to the drawing 
bank the same day that the drafts 
are received. 

The Northwestern National, when 
the season is at its height and a big 
inrush of grain is on, sometimes makes 
returns to its country bank corre- 
spondents from the collection of these 
grain drafts that run into millions of 
dollars a day. 

The whole plan is in a way not 
unlike that of the call loan market and 
the certification of checks as an ac- 
commodation for stock market firms 
in New York, the entire business being 
handled on a cash basis, everything 
being cleaned up at the close of the day. 

This service is an evolution, not 
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By AUGUSTUS PAUL COOKE 


Which is Right? 
A question on advertising methods 
for you to decide 


Two men recently commented upon our 
advertising. 

The elder, enjoying a youthful mind 
at 81, wrote enthusiastically about one 
of our advertisements which was based on 
an actual incident—told in a natural way. 

The other, lly seriou 
for his 35 years, said to us: “I think 
your advertisements tend to be undig- 
nified. I like plain formal statements.” 


inded 





Thinking perhaps some of our readers 
share our serious-minded friend’s view- 
point, we print the following advertise- 
ment written with the traditional dignity 
of a Trust Company. 








The 
Columbia Trust Company 


Acts for Individuals as 




















Tr you HAVE BEEN READING our advertise- 
ments, we shall be glad of your views—as to which 
style of advertising copy gives you the more under- 
standable idea of the services we offer. 


COLUMBIA TRUST COMPANY 





Nine 


planned in its entirety, or springing 
new-born from the brain of any one 
man, but developing as the circum- 
stances have required. It has been 
operating for some years and is recog- 
nized as a high-grade, scientific bank- 
ing service for facilitating the move- 
ment of one of the country’s great 
commodities. 

As everybody knows, Minneapolis 
is the flour-milling center of America. 
It is the clearing house for the grain 
of the great Northwest. And the Grain 
Draft Department has grown as the 
business has grown, to help the banks 
to keep pace with the demand, and 
lend a hand to an enormous 
industry. 


Referendum 


form of bank advertising for five years 
before it took a referendum among 
the readers of the newspapers in which 
they advertised, or even within its 
own walls, to find out how it was liked. 
The results placed the question be- 
yond the debatable stage, as far as 
they were concerned. The public 
liked it, and said so. 

The question was asked the public 
in a three-column advertisement. 

The advertisement closed with an 
invitation to the reader to send in his 
opinion of which style of advertising 
copy gave the most understandable 
idea of services offefed by the 
Columbia Trust Company. 

The results of the referendum were 
interesting, to say the least. The 
replies ran into the hundreds; letters 
came from all parts of the country as 
well as from New York. The very, 
very few who ventured to champion 
the old-time advertising style were 
literally swamped in the mass of 
letters which voted “aye” for the 
new practices. 

Most characteristic of all these 
replies, however, was a simple letter 
from a New York policeman, which 
read, literally, as follows: 

“The place for that 35-year old 
guy (referring to the questioner in 
the advertisement) is in the bughouse. 
If | ever get any money, you will be 
the bank that will handle it.” 

Not all the letters were as short and 
to the point as this for many were 
lengthy dissertations on the value of 
educating the public in banking 
methods. But they all, or nearly all, 
approved of the advertising style. 
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Why Do New Accounts Come to You? | 


A Sacramento Bank Found Out by Asking ((5 Depositors, 
Learning and Profiting ey Various Interesting Answers 
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E often wondered 


why our new deposi- aay 


tors selected our bank in 
preference to any of the other ten 
splendid financial institutions of 
Sacramento. Why did Mrs. James 
Murphy come and open her savings 
account with us, instead of the bank 
a block west of us? Why did John 
Smithson open his account with us, 
instead of the bank two blocks further 
up? Did advertising bring us many 
accounts? If so, what kind of ad- 
vertising ? 

You, as a banker, may have won- 
dered about this yourself. For that 
reason, | feel that you will be interested 
in the results of a test we conducted 
in order to determine exactly why our 
new depositdérs did come to us. 

First, let me give you some idea of 
the situation in Sacramento. Sacra- 
mento, the capital of California, has a 
population of approximately 69,000, 
and is the trading center of the rich 
Sacramento Valley. It has eleven 
banks —thirteen, including branch 
banks. The Sacramento-San Joaquin 
Bank has five banks in various cities 
in the Sacramento and San Joaquin 
Valleys, outside of the city of Sac- 
ramento. In Sacramento, it has two 
branches in addition to its main bank. 
Our main bank is a little away from 
the center of the city. One of our 
branches is on K street, the main 
street, and is the only bank on that 
street. The other is in Oak Park, a 
residential suburb. During the last 
month of the investigation, the Sac- 
ramento-San Joaquin Bank was 
changed from a savings bank to a 
savings, commercial, and trust in- 
stitution. 

We wanted to find out why the 
new depositors chose our bank, so we 























He has the name of the bank before 
his eyes every day in the news- 
papers and on the street cars 


By RALPH P. ANDERSON 


Advertising Manager, Sacramento — San Joaquin 
Bank, Sacramento, Calif. 

did the logical thing and asked the 
depositors themselves. At first we 
intended to hand the depositor a 
blank so that he could check off the 
reason or write it in a blank space, 
but it occurred to us that the blank 
might have the effect of suggesting 
reasons to the depositor. So, instead, 
we had each teller who opened new 
accounts tactfully ask the depositor 
why he had chosen our bank in 
preference to another. We were a 
little afraid that some of the new 
depositors would resent the question, 
but not one gave a discourteous or 
impatient answer. On the contrary, 
they appreciated the interest shown in 
their accounts, and liked the inference 
that we were so glad to have their 
accounts that we wanted to know why. 

We asked 775 depositors, from 
February 28, to August 28, 1920. We 
asked everyone—men, women, and 
children, and included our main bank 
and the two Sacramento branches. 
We did not attempt to include trust 
business, victory accounts, or com- 
mercial accounts, but asked those who 
opened savings accounts and a few 
who opened personal checking ac- 
counts. Further, we asked only 
those who opened accounts in person 
and did not include the almost-as- 
large number who opened accounts by 
mail, the majority of which would 
doubtless have been attributed to our 
mail advertising. 


I shall first list the answers we 
received, and shall afterward attempt 
to analyze some of them and to show 
in what way we have profited—and 
in what ways your bank can benefit by 
using the results in a practical way. 


Here is the list of reasons: 


a ee ee Pe 156 
Previous business dealings... ... . 149 
Recommendation of friend... .. . 139 
Recommendation of depositor... .128 
Relative banks here............ 89 
Newspaper advertising.......... 40 
Mail advertising............... ll 
IS, once ce ettenk. &. 23h) 8 
Already had one kind of account 
and opened different kind... ... 8 


Because we give small home banks 45 
BN Ts oo se eeak hae e s 
Because bank is under government 


I a 250s aw ae 4 
oe Genes OR. cs. eee 4 
pene Wee meney .... 5... 3 
wu WIS cc os Se ee ee abe kes 3 
Knows the president............ 3 
tidus Wu ok Ge, Calne s 3 
Thought he wouldtry anotherbank 2 
RIS. 2 ys 005% sodas 2 
Inquired about Victory account and 

opened savings account also... 2 
Opened for a friend............. 2 
Banks all the same............. 2 
Adv. in theater program......... 2 
Liked name of bank............ 2 
Received house organ 7 years ago. | 
Street car advertising........... | 
oO er ey eee l 

775 


You have noticed that “location” 
takes first place. This is to be ex- 
pected. Confidence in banks is so 
general that the choosing of a bank, 
with many people, is simply a matter 
of selecting the most convenient one. 
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Most of these “location” answers 
came from our uptown branch on K 
street. 

We make good use of this knowledge 
by advertising our locations. We ran 
advertisements advertising each 
branch separately, using cuts showing 
the branch in question, and followed 
them with a larger advertisement 
telling about all our branches and 
stressing the fact that we offer city- 
wide service. We know that this 
brought results. The average num- 
ber of accounts opened at our Oak 
Park branch is one or two a day. We 
ran an advertisement in the local 
newspapers stressing the convenience 
of our Oak Park branch for Oak 
Park people, with the result that 
seven accounts were opened on each 
of the succeeding days. Location is 
worth advertising. 

Next on the list is “previous busi- 
ness dealings.’ This reason might 
be classified itself, as a number of 
reasons are included in it. First in 
these sub-divisions is “got change 
here before’ and, second, “had checks 
cashed here before.’ Third is “had 
account here years ago.’ This made 
us more determined than ever to give 
prompt and courteous service to those 
who asked for change or to have a 
check cashed. Although there is no 
immediate profit in these free and 
sometimes bothersome services, it is 
evident that they actually do pay in the 
long run. This reason, in addition to 
proving to us that it is worth while to 
give these free services, suggested that 
they would be worth advertising. So 
we ran several advertisements telling 
Sacramento people that they need not 
open accounts in order to have ad- 
vantage of our other services. We 
invited them to cash their checks here 
and told of our willingness to give 
them change in any form. 

The next two reasons are perhaps 
the most interesting —‘‘recommenda- 
tion of friend,’ 139° and *‘recommen- 
dation of depositor,” 128. Those in 
the “friend” classification were not 
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Eighty-nine of them came because of relatives’ 
recommendations 


< iain, any friends they may direct tous 


depositors, although in some 
cases the new depositor did not 
know whether the person 
who had recommended 
the bank to him was a de- 
positor. Most of those, 
however, who said the Ba 
bank was recommended == 
by a friend who was 3 

not a depositor, were C 
positive that the friend 
in question was not a 
depositor. One man 
said he opened his account with 
us because our bank had been 
recommended to him by a man 
he had met on the train coming to 
Sacramento from a distant city. 

The large number who came to us 
because the bank had been recom- 
mended by a friend showed that a 
bank has many friends who are not 
customers. As a result of this, we 
contemplate asking, in such cases, for 
the names of the friends in question 
and having a representative of the 
bank call to thank the friends and to 
suggest that they, too, give us some of 
their business. 

One could not want better proof of 
the truth of the old saying, “‘A satis- 
fied customer is the best advertise- 
ment,’ than the fact that 128 accounts 
came to us because our bank was 
recommended by a depositor. It has 
made us want to give, more than ever, 
the kind of service that makes each 
depositor a new business solicitor. 
As a result of the predominance of 
this reason, we have lately been 
placing in our depositors’ passbooks a 
small card which gives some infor- 
mation regarding the strength and 
various services of the bank, suggest- 
ing that the depositor probably has 
friends who could use our services. In 
addition, we now occasionally publish 
advertisements directed at our de- 
positors, thanking them for the co- 
operation which has made our growth 
possible, voicing our appreciation of 
their kindness in recommending our 
bank in the past, and assuring them 
that we will give the best service to 








in the future. It is only 
reasonable to assume that a 
\ large percentage of those 
‘ . who read our newspaper 
advertisements are al- 

ready depositors of our 
bank. Present customers 
are of more value on the books 
of a bank than any number of 
excellent prospects, they are certainly 
worth advertising to. We also used 
in an advertisement, the fact that 
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We learned something about theater program 
advertising 


so many had opened accounts with 
us was because our bank had been 
recommended by friends and deposit- 
ors, pointing out that this showed, 
better than many promises, that we 
gave good service. 

The next, “relative banks here,” 
might well be included in “recom- 
mendation of depositor,” since that is 
virtually what it amounts to. It 
shows that if you get the account of 
John Murphy and give him good 
service, he will probably get for you 
the accounts of Joe, his brother, and 
James Smith, his cousin, and possibly 
the accounts of some of his children. 
And when you consider that Joe and 
James will quite likely tell some of 
their relatives about your bank, you 
can see that you are forming a sort of 
endless chain that will pull in business 
for you. But it all depends on how 
you serve the original Murphy, It 
would be a good plan, when you get a 
foothold in a family by getting the 
account of one of its members, to ask 
him for the names of his nearest 
relatives and file them as new business 
prospects. 

We shall now consiger at one time 
all the various reasons given attribut- 
ing the opening of the account to 
advertising. The leader, with forty, is 
newspaper advertising. This should 
be the case, for approximately 60 
per cent of our advertising expense 
goes for newspaper space. Eleven 
gave credit to mail advertising. 
During the six months we asked 
our depositors why they had opened 
their accounts with us, we did no 
mail advertising, as we do most mail 
advertising in the autumn and winter, 
except to banking-by-mail prospects 
who were not included in the investi- 
gation. So those who opened accounts 




















A large number came to us because the bank had 
been recommended by a friend 


with us as a result of mail advertising 
did so as a result of the “after effects” 
of previous campaigns. 

There is something of interest in 
connection with the two attributed to 
theater program advertising. We have 
never advertised in theater programs! 
So these two people, evidently, saw 
the advertisements of some other 
bank in a program, but came to us 
and opened their accounts. This 
may have been because, while they 
were sold on the idea of thrift by the 
advertisement, they had some reason 
for remembering the name of our 


would be likely to name ours, although 


= he might not be able to give 
ee any reason for so doing 
eee 


ye except his impression that 
it is “a good bank.’ Four of 
the new depositors said 
they “had faith in this 
bank.” Wasn't it prob- 
ably advertising that gave 
‘ them this faith? Three more 
said they opened their accounts 
because they were afraid they 
“might lose their money” if they 
carried it or left it at home. Probably 
our advertisements that told actual 
examples of hard-earned funds lost 
in those ways had something to do 
with the opening of these accounts. 
Four others opened accounts with 
us “because bank is under govern- 
ment control.” Because we often 
advertised the fact that our bank is 
under the supervision of both state 
and national authorities, it is reason- 
able to assume that part, or all, of 
the credit for these accounts should 
go to advertising. As a result of this 
reason, we are going to commence 
publication, within a few days of this 
writing, of a series stressing strongly 
that this is a state bank that is a 
member of the Federal Reserve, giving 
our depositors the protection of both 
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ridiculous or undignified in order to 
“get his attention.” In a quiet, 
friendly way, you would tell him why 
he should let your bank have his 
account, you would talk about your 
bank first of all. This applies equally 
well to advertising. Make your adver- 
tising really advertise your bank, as 
well as thrift, or trust business, or 
safe deposit boxes. 

Not the least important purpose of 
advertising is to keep present cus- 
tomers sold on your bank and thrift. 
When a man opens a small savings 
account with you, perhaps he doesn't 
make any additional deposits for 
some time, but if he continually sees 
your advertisements they will act as 
constant reminders and they may 
eventually make a steady, worth 
while depositor out of him. An inci- 
dental benefit is the beneficial effect 
the advertising has on the employees 
of a bank in tending to increase their 
pride in their bank and in encourag- 
ing them to give the good service 
promised by the advertising. 

The eight accounts that were 
“solicited” came as the result of 
solicitation on the part of our em- 
ployees. We had no new business 
department at the time the investiga- 
tion was conducted, although one is 


































































bank rather than the other. Since state and federal supervision, and now being established. The fact that J 
we opened two accounts as the result telling why it is to the reader's ad- eight others opened one kind of ac- M 
of some other bank's advertising in vantage to do business with a state count because they had had accounts a | 
the program, doesn't it seem that we departmental bank that is amember of different natures, is additional proof - 
would have opened anumber of others of the Federal Reserve. Because that it pays to give good service— . 
if we had advertised ourselves? they are so familiar with banking and that it would be a good plan to E 
You notice that one depositor said themselves, many bankers forget that mention, when a depositor opens one be 
he had received our house organ the average person knows so little kind of account, that the bank also be 
seven yearsago. Therearenotmany about even the most rudimentary handles accounts of different natures. th 
other kinds of advertising that are principles of banking—such as that For example, a depositor might open be 
remembered by the reader seven fact that they are supervised by state asavings account with your bank, and af 
years, and this was a good example of or national authorities, or both. then open a checking account at a 
its effectiveness. This house organ, As I have stated above, financial different bank, because he did not “ 
by the way, is sent only to banking- advertising has other functions than know that your bank also handles , 
by-mail depositors and prospects. simply to bring in new business. | checking accounts. fo 
At first thought, the proportion might even go so far as to ‘say that The five depositors who opened ar 
attributed to advertising seems dis- its primary function is not to bring accounts with us because we give b 
appointingly small. But it should be in new business, but (Continued on page 23) tk 
remembered that advertising has _ to build up a good repu- — be 
many functions, and that it is not tation for the bank and (PAVING TELLER] [Oi 
always wise to judge its power bythe to produce good will. awe ° 
direct and traceable results it brings. In the hurry and flurry ~ 
A man, seeing one of our advertise- of get-their-attention- hi 
ments, probably would not rush down somehow and for-God's- 
and open an account as a result of it, sake-save advertising, 12 
but, after seeing “Sacramento-San this should not be over- “ 
Joaquin Bank,” before his eyes day looked. If you met an rs 
after day, in the newspapers and on acquaintance who was a . 
the street cars, he would, provided good prospect for an ac- n 
the advertising had given him the count at your bank, you ye 
right impression, automatically think wouldn't jump at him : 
“Sacramento-San Joaquin’"’ when he with an exclamation that ie We invited them to cash b 
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sounded like a “scare head- 
him the name of a good bank, he 


line,’ you wouldn't do something 


checks here and told ; a 
our willingness to give 
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The jury, made up of close neighbors and friends, ound for the defendant maker of the note 


HE people 
of the 
Middle West 
are just 
awakening from the ‘dopey’ effects of 
a terrific and stupendous hegira of 
“Blue Sky” promotion, and many a 
banker in lowa and near-by states is 
beginning to compare his feelings with 
that ancient and let us hope forever 
banished sensation of “the morning 
after.” 

And with it all, the banker, in most 
cases innocently, has gained some 
experiences which, though most costly 
for him, nevertheless should be recited 
and passed along for the benefit of the 
brethren in other states toward which 
the “Blue Sky” salesman may now 
be traveling. 

The story of experiences will not 
cover the unscrupulous or unprin- 
cipled banker who deliberately sold 
his good name and standing in his 
community for the purpose of assist- 
ing some salesman to sell stocks, in 
exchange for a commission on the 
amount of the stocks sold, which type 
of banker the salesman is wont to 
refer to as a “bird dog.” But this 
article will relate how the innocent 
and well-intentioned bankers have 
been caught in the course of what 
appeared to be ordinary and legiti- 
mate bank transactions. 


By E. B. WILSON 


There appear to be three distinct 
phases of “Blue Sky” financing, as 
practiced in the Middle West. First, 
there is the sale of the stock to an 
innocent farmer or small-town capital- 
ist, with a cash payment of 25 per 
cent and promissory notes for 75 
per cent of the purchase price. Then 
follows the sale of the subscription 
note to the country banker, at a good 
discount, in exchange for the country 
bank's certificate of deposit, due in 
six months or a year, and with inter- 
est at 4 per cent. Next the sale by 
the company (7) of the country bank 
certificate of deposit to some city 
bank, again at a discount. 

It has been a perilous path for many 
country banks and some city banks. 

Heiko Miller had been a careful, 
trustworthy farmer worth about 
$80,000, and therefore his stock sub- 
scription notes were bought in good 
faith and with confidence by many 
banks in his vicinity. But one day 
they woke up, and learned that Heiko 
Miller had signed notes for over 
$200,000. And now, by mutual 
agreement among his creditors, all of 
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Out of the Mid-Western “Blue Sky’ 





What the Banks of Iowa have Learned about “Bird Dogs,”’ »is property 


has been trus- 


“Cream Puffs” and Makers of Wildcat Subscription Notes teed, and the 


banks are go- 
ing to hope tnat eventually, if not now, 
said notes will be paid. Heiko Miller 
still has no dishonest intentions. He 
has become what the stock salesman 
calls a “cream puff’’ —a man who buys 
some amount of every stock offered. 
One day a country banker phoned 
me that a Chicago note broker had 
offered him a note by telephone, 
signed by a farmer about ten miles 
away, at a price to net 16 per cent. 
A banker in the next town had told 
my friend that the maker of the note 
owned 480 aci-s of land, clear of en- 
cumbrance and \ orth $350 an acre. 
I replied over the pone that while I 
could see no objection to buying the 
paper, yet I was suspicious and super- 
stitious about “Blue Sky’ notes. 
He did not buy. Two weeks later the 
maker of the notes was adjudged 
insane and a guardian was appointed. 
“Blueskyphobia”™ I presume is thenew 
term to apply to the state of mind 
which allows a man to subscribe and 
give notes for more promotion stock 
than he can pay for in two lifetimes. 
His notes are not yet paid. The 
guardian is contesting. 
A very conservative country banker, 
who had abstained from all stock 
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promotion connections, was one day 
offered a $10,000 note executed by 
one of his best customers. Fearing 
lest the maker might be offended if he 
refused to buy the note, the banker 
called the customer on the phone and 
verified the transaction as satisfactory. 
Now the maker of the note has had 
the bank enjoined from collecting the 
note, on the ground of fraud in the 
sale of stock for which the note was 
given and the bank is waiting, watch- 
fully waiting. 

A few weeks ago a city bank was 
contesting a case in a district court 
of one of the rural counties of lowa. 
Some months before, the bank had 
purchased a “Blue Sky’ note from 
one of its customers. But before 
purchasing, the bank had not only 
looked up the financial responsibility 
of the maker, but had also written to 
the maker and received back from 
him a verification of the note and an 
expression of satisfaction with the 
purchase which involved the giving 
of the note. In the trial the above 
facts were testified into the record, 
without being controverted, and there 
“was nothing to disprove the fact that 
the bank was an innocent purchaser 
of the note. But when the attorney 
for the bank moved for a directed 
verdict, the judge insisted that the 
matter must go to the jury. And the 
jury, made up of close neighbors and 
friends, found for the defendant 
maker of the note and against collec- 
tion thereon by the city bank. 

This case will, of course, be imme- 


Bank and Burglars U 


HE First National Bank, of Rock 

Springs, Edwards County, Texas, 
had the temerity to open for business 
last April on the grounu floor of the 
county jail. While the - 
bank is carrying on the 
business of banking 
below stairs, Mexican 
“hoss” thieves, fence 
cutters and enemies to 
society in general are 
carrying on to the best 
of their limited liberty 
behind the bars just over 
head. 

The First National is 
getting away in splendid 
style, too, according to 
reports to the Comp- 
troller of the Currency, 
despite the fact that 


diately appealed to the supreme 
court, and it is not at all probable that 
the ruling of the district judge will be 
upheld. But meantime many bankers 
will begin to think that “it doesn't 
mean anything” to be an innocent 
purchaser of a negotiable instrument. 

And it will be a serious handicap 
to the negotiation and sale of any 
kind of notes or other securities, if the 
supreme court does not speedily and 
unequivocally remove a bona fide pur- 
chaser of a negotiable instrument 
from any position of doubt whatso- 
ever. 

Curious and humorous are some of 
the defenses made by the makers of 
stock subscription notes. One man 
refused to pay a note made payable to 
“myself and signed and endorsed by 
him. He alleged that when the stock 
salesman asked him to sign this form 
of note, on the ground that he did not 
want his paper sold to any banker, 
that the stock salesman told him that 
making a note payable to “myself” 
rendered it non-negotiable, and there- 
fore it could not be sold to any bank. 
Therefore there was fraud, and he 
refused to pay, even to a bank which 
had purchased it in good faith. 

Another man had bought stock in 
the “Federal Trust Company” and 
given his note, which was sold to a 
local bank. He refused to pay be- 
cause the stock salesman had told 
him in selling that this company was 
one of several which was being 
organized and backed by the United 
States government. 
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Rock Springs is seventy-five miles 
from the nearest railroad and access- 
ible only by driving the father of all 
\ It opened for business 
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Curiously enough, many banks are 
now in an embarrassing position not 
from the purchase of notes on which 
payment is refused, nor from the 
buying of notes of insolvents, but by 
the acquisition of notes of men who 
have given out more promises to pay 
for stock than they can _ possibly 
redeem within the usual one year 
period. It has seemed easy for the 
bank to issue a certificate of deposit 
in exchange for a note purchased 
on the theory that the funds which 
would come in to pay the note would 
also serve to retire the certificate. 
No such luck. In almost every case 
the stock purchaser has by subtle 
suggestion gone beyond the limits of 
his normal accumulation of invest- 
ment capital, and therefore when the 
certificate of deposit comes due, Mr. 
Banker must pay it and atthesametime 
renew for a rather indefinite period, 
a good portion of the note which he 
has purchased. Net result —more con- 
gealed assets. Of course, it is easy to 
say make the note maker pay, but 
most country bankers know that it is 
hard to make the home folks pay, if 
it means a sacrifice of their property 


either by threat of suit or by levy 


of an execution. The day of the 
skinflint execution-serving banker 
has gone by, and in his place there 
has come the broadly sympathetic 
public-serving banker, whose biggest 
asset is public confidence. 

Shall we keep the trust, both to our 
depositors and stockholders and to the 
community at large? 


der One Roof 


April 29, 1920, with $35,000 capital and 
showed deposits of $45,538.12 on June 
30. This will be recognized as con- 
siderable record when it is explained 
that Rock Springs is in 
the heart of the wool and 
mohair belt and no wool 
or mohair has been sold 
since the spring clip. 

Walker Ragsdale, 
cashier, and Byron 
Newby, assistant cash- 
ier, are both young men, 
new to the town but 
familiar with the country 
anditsneeds. Therefore 
they are popular with 
the business men and 
ranchmen of Edwards 
and surrounding 
counties. 
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Farm Trade Follows the Bank Account 








ITTING in his office at the rear 
of a well-equipped department store 
in a middle west town, the proprietor 
watched one of the clerks dealing with 
a woman who looked her part as a 
farmer's wife. He could hear a por- 
tion of the conversation. “We don't 
come to this town very often,” the 
customer was saying. “Of course, it 
is about as near as it is to Plainville, 
but we got in the habit of going there. 
My husband does his banking there 
and naturally that takes us to Plain- 
ville.” 

She paid her bill with a check and 
the merchant, going to the cashier, 
inspected it. Sure enough, it was 
made out on the Plainville State 
Bank. The merchant crossed the 
street to talk to his banker about it. 

“What is the effect on the trade of 
the town in having a man do his bank- 
ing with you?” 

‘Figure it out for yourself. If you 
were living out in the country and had 
your bank account here you would 
come in to make your deposits; you 
would come to borrow money; you 
would probably sell your grain here 
and stock here—then where would 
you trade? We have customers with- 
in five miles of Plainville and fifteen 
miles from here who bank with us. 
Their checks— well, let’s look at one.” 

He reached for a bundle of canceled 
checks, thirty of them. All but one 
were given payable to the local firms. 
“Business follows the financing of an 


His Home Merchants 


I always make 
it a point to introduce the 
newcomer to some of our merchants 


Wy 


“and it is 
human to take the easiest way.” 
Probably the country banker sel- 
dom realizes just how important is his 
relation to the upbuilding of the town 
through his close connections with 
farmer customers who live tributary 


individual, he went on, 


to the local trade. Yet a study of his 
accounts and of the checks drawn 
against them will tell its own story. 

Recent years have seen a vast 
growth in the farmer bank accounts. 
Men who never had written a check as 
a regular procedure are paying all 
their bills thus. They have found 
that the bank is to be used and some- 
times rather overdo it— giving checks 
for trifling sums that add to the bur- 
den of the bookkeepers. Mostly they 
are written in lead pencil with a calm 
faith in humanity and seeming assur- 
ance that there are no such persons on 
earth as check raisers. 

The farmer customer is. in some ways 
a puzzle to the bank. He takes so 
much for granted. He will fail to 
have his bank pass book balanced for 
months at a time; he will leave valu- 
able papers or Liberty bonds in the 
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The Banker with Initiative May Bring a Whole New , ee 
Trade Territory in Touch with es 








bank's care without receipt; he be- 
lieves that the banker will care for 
everything. This confidence is, of 
course, flattering but sometimes it is 
embarrassing. What it does indicate, 
however, is that once attached to a 
bank, the farmer is a more faithful 
customer than the average business 
man. The latter may withdraw his 
account because of politics, religion or 
slight misunderstanding. He may 
divide his account and patronize two 
or three banks, lessening the interest 
of each in his business, but the farmer, 
once a customer, seldom changes. 
Country banks can count many whose 
names have been on their books for a 
score or more years— and perhaps their 
fathers before them. 

Hence it is that the farmer clientele 
of the bank means much to the com- 
munity. For the good of the town, as 
well as for that of the bank, the enlarg- 
ing of this clientele adds to the bank's 
influence. 

I asked the cashier of a bank that 
had been peculiarly successful in 
attracting country customers how he 
did it. “Worked at the job,” said he. 
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“This section like every other country 
territory has many changes of popu- 
lation. Farmers are always moving 
from place to place, from farm to farm. 
I made an arrangement with the real 
estate dealers and mortgage brokers 
to furnish me the name and address of 
every buyer of land in our territory. 
Perhaps the purchaser resided a hun- 
dred miles away and it takes some 
time for him to move. Before he 
changed location | wrote him a letter 
telling him we were glad to have him 
come to the county and inviting him 
to visit the bank the first time he was 
in town. This | followed up with 
some bank statements, a copy of our 
monthly bulletin and, if the local 
paper mentioned us, a marked copy. 
Sometimes | obtained: his banking 
connections in his»: home town 
through the checks he gave in pay- 
ment for the land and then | 

wrote to his banker, asking that 
he say a good word for us. 

“By the time he arrived he 

had our bank on his mind and 
the chances were that he would 
come directly to us. When he 
reached town, you may be sure 
that he was treated with every 
courtesy and | can point to many 
an account that came through such 
a channel. Usually they are good 
accounts, too, for asour immigration is 
mostly from east to west, men come 
with plenty of money. We have cus- 
tomers that live within two miles of 
other banks and sixteen miles from 
ours—yet they bank here and trade 
here. Take the newcomer of whom 
I spoke. | always make it a point to 
introduce him to some of our mer- 
chants, those.who are our customers. 
Spent an hour with such a visitor the 
other day and he feels at home already 
because the bank welcomed him. On 
the other hand, our merchants take 
pains to introduce newcomers to the 
bank—and thathelpsbothways. My 
idea is that the local bank and the 
local merchant should work together 
if you want to build up a town’s trade. 
Each can help the other and the com- 
munity. — 

Probably the hardest task of the 
bank is to win acustomer from another 
town but sometimes even that is done. 
A dry goods merchant told me the 
other day about Frank Hatfield, who 
had for years done all his trading over 
at Blankville, a thriving Illinois town 
twenty miles away. ‘| was surprised 
to see him come into the store,”’ said 
the merchant, “‘and after greeting him 
[ asked him what had happened.” 

Well,” he explained, ‘‘I’ve done 


all my trading down at Blankville, as 
you know, ever since I began farming. 
A few weeks ago I went into the bank 
there and wanted a favor— it was not 
much but it took some time and the 
manager was rather cross about it. 
I guess I was nervous; anyhow, | 
complained a little and we had a few 
words and I quit. I brought my ac- 
count up here and if the banker is as 
good-natured as he seems, well get 
along all right. Being here, I had to 


























Men who had never 
written a check as a regu- 
lar procedure are paying 
their bills thus 


buy some things and 
you ll see a lot of 
me, I expect, from 
now on.” He be- 
came one of our best customers as the 
years went along and this town re- 
ceived thousands of dollars in trade 
just because of his quarrel with the 
other banker. It was something 
new to me and since then | have been 
mighty particular to get bank custom- 
ers for my home town.” 

While the farmer customer nas 
ample confidence in his bank, it by no 
means follows that he need not be 
given attention. As in the case of 
Frank Hatfield, he wants every ac- 
commodation consistent with sound 
banking. The wise banker is paying 
more attention to the farmer customer 
than formerly. I visited a bank out 
in central Kansas the other day, an 
artistic, generously spaced building. 
What impressed one was the arrange- 
ment for the farmer customers. Off 
the lobby was a reading room and on 
the table a dozen or more magazines, 
farm papers, -government bulletins 
and telegraphic market reports. Two 
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farmers sitting in big leather chairs 
were poringover the telegrams. Down- 
stairs was an airy assembly room with 
platform, table and three dozen chairs. 
This," explained the manager, “‘is 
for the farmers’ meeting room. They 
are welcome to come here for any 
gathering, and scarcely a Saturday 
goes by that some co-operative asso- 
ciation, union or caucus does not meet 
here. Every caller must go through 
the lobby and I take pains to meet 
each one and shake hands. Last 
week there were three evening meet- 
ings—I opened the bank for them. 
Even one of the women’s rural clubs 
meets here and | always have flowers 
on the table then. Help the Bank?” 
He handed me a statement— it showed 
over a million dollars deposits and 
the entire population of the county 
is only 10,085! 
All this cost money, but it nas 
paid. The town gets a benefit, 
too, as is evident by the thriv- 
ing air of well-stocked stores 
along the main street. Then 
there is the bank's adver- 
tising— mostly it is general 
and recites that the institu- 
tion “is strong and safe and 
wants your accounts.” Occa- 
sionally there is a bank that 
» has a vision for the community 
and puts into its publicity boosts 
for itshome town. This may take 
the form of setting forth the town's 
advantages or of advising readers 
to trade with its stores. The fear 
that it may offend merchants in other 
towns has little weight, for those mer- 
chants are not going to patronize that 
bank in any event. Banks could do 
much in this direction and their word 
might have greater weight than that 
of the editor who is presumed to have 
a direct interest in promoting town 
growth. So has the banker, but to 
the public it is less patent. 

This matter of service is something 
more than the smile acrossthecounter. 
‘| gained a most profitable account, ” 
said the clerk in a country bank, 
“simply by meeting a stranger on the 
street. He was a farmer from up 
north and had been doing business at 
a rival bank. He had come to town, 
arriving just after closing hours, and 
was vexed because he found the door 
closed. He asked me if | knew who 
could fix up a lease he wanted signed 
that day. I took him to our bank, 
let him in the back door and worked 
for a half hour preparing his papers. 
He wanted to pay me but | refused. 
‘But I don’t do business with you, 
he broke out. “That is all right— 
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glad to help you, | replied, and he 
left. I had missed a golf game but 
let it go, wondering if the president 
would think I had been foolish to 
waste all that time. Three weeks 
later, the man sold his wheat and 
deposited a check for $3,500 in our 
bank and we havehad his account ever 
since. 

The custom of banks to give calen- 
dars and other presents to their cus- 
tomers always appeals more to the 
farmer customer than to the town 
citizen. The bank calendar will be 
found hanging on the wall of the farm 
house from January to December, 
and is a constant advertisement for 
the bank and for thetown. It israther 
curious how the farm family 
becomes loyal to the bank, 
largely through this attention. 
Women are becoming bank cus- 
tomers in larger proportion than 
in the past. A few years ago 
a farm wife with a bank account 
was amarvel; today hundreds 
in every community have their own 
pass books in which are entered the 
receipts from poultry, cream and eggs 


—some income, too, in these days of 


high price levels. To get a farm 
woman's account means much to any 
bank and it is worth cultivating. The 
test of success in this connection is to 
overcome the inherent timidity of the 
average woman for bank procedure. 
It requires tact and courtesy in the 
superlative degree. “I have just 
spent an hour with one of our women 
customers, remarked a banker the 
other day, ‘‘and have tried to advise 
her about some investments. Her 
husband wants to buy stock in a new 
fangled engine factory; she wants 
Liberty bonds. They ll buy bonds 
or | miss my guess after what [| told 
her about speculating in promoters’ 
stocks.” 

Just how to tie up the bank with 
the town is always a problem; yet it is 
one that has many solutions, depend- 
ing on the character of thecommunity. 
The bank that is awake to its oppor- 
tunity can find many ways in which to 
bring trade to the local merchants. 


He can, of course, do it best by getting 
new customers from the trade terri- 
tory on his books and this requires 
system. It means careful listing of 
prospects, many visits to the country 
and the extending of the service of 
the bank into every agricultural need. 
One Pennsylvania bank has doubled 
its deposits in four years largely, it 
claims, because it financed the breed- 
ing of registered cows and raised the 
standard of stock producing in the 
community. It im- 
ported pure bred stock 
and sold it at cost, 
taking the farmers’ 
notes. It has paid the 
bank and the town 
well. “It was the 
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The bank 
calendar will 

be found hang- 
ing on the wall of 
the farm house from 
January to December 


greatest good we ever did our bank,” 
says the president, “‘and is reflected in 
the town’s progress. Pep has taken 
the place of inertia and we made a 
good investment.’ This plan is be- 
ing followed by banks all over the 
country and it never fails to obtain 
results. 

Essentially it 1s a matter of vision— 
whether the bank is working only for 
itself or is taking in the whole town as 
its field. When it is remembered 
that the town’s usual trade territory 
is often less than the bank's, the 
accomplishment possible by working 
for the business interests of the mer- 
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chant as well as for that of the bank 
becomes apparent. Constant reitera- 
tion of the town’s name on checks 
and in every banking transaction has 
its effect and the customer is soon 
identified in his mind with that trad- 
ing point. Then it is that the mer- 
chant begins to feel beneficial results. 
Psychology has a place in business 
and should be taken into account. 

“A live bank that is reaching out 
for country customers and is ‘treating 
them right’ when it gets them, 

can do more for a town than 
all the special sales and free 
band concerts we can offer,” 
one merchant putsit. “That 
is an influence that counts 
every day for years while 
the others are incidental. 
But it is up to the banker 
and not to the merchant; he 
must be the one to take the 
initiative and he can always 
depend on co-operation.” 
Country banks are accepting their 
* opportunities more fully than in his- 
tory. Their field is broadening and 
with the growing independence of the 
skillful farmer and his modern busi- 
ness-like methods, he is amenable to 
the bank's influence. He desires first- 
class service and when he gets it, is 
loyal. With the multitude of small 
banks the rivalry is keen, but every 
institution has it in its power to bring 
new business to the town and does so 
with every new customer. Checking 
up one township recently | found that 
three-fourths of the families were cus- 
tomers of one bank in the nearest 
town; in another township nearly all 
favored a rival bank. Good service 
and satisfaction are contagious and, 
once establishing connections in a 
country neighborhood, the banker 
may bring a whole new trade territory 
in touch with his home merchants. 

But, as my merchant friend ex- 
pressed it, this is up to the banker, to 
his initiative and enterprise and to his 
innate desire to extend every possible 
service that a bank can render, re- 
gardless of the expenditure of time 
and energy involved. 
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NDER existing conditions, farmers have no assur- 

ance of receiving adequate prices for their products. 

They are many times obliged to sell when prices are 
lowest, while the consumer pays the prices prevailing 

at other periods of the year. A large proportion of each 
year’s staple crops must be carried along during the 
year and put on sale as there is an effective consump- 

| tion demand. No one questions that fact. The only 
hee at issue is: Shall the farmer whose primary 








interests are involved be afforded such credit by local 
banks as will enable him to market his crops in 
orderly fashion? The American people must see 
to it that farmers obtain credit sufficient for their 
needs. Only thus can they continue to supply 
the Nation’s demand for food. —E. T. Meredith, 
Secretary of Agriculture, before the Convention of 


the American Bankers Association in Washington, 
5: GC, 
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Now's the Time to Create Good Will 


Advertising is One of the Great Factors in Building 
that Intangible Banking Asset—Other Publicity Ideas 


HE value of advertising is not to 

be measured only by the direct 
returns from advertisements. Honest, 
continuous, efficient advertising and 
making good on promises helps to 
create for the advertising bank or 
trust company an asset of intangible 
but very real value. 

There are many other things that 
go to create and maintain prestige 
or good will for a business, but the 
right kind of advertising is the chief 
means to that end in most cases. 

A great manufacturer is quoted on 
this subject as follows: 

“The best reserve fund of any 
business is to be found in the good will 
of that business. I hold strongly that 
the best investment for surplus profits 
is to expend them on judicious adver- 
tising, wisely and carefully planned, 
and executed with originality and 
forcefulness. These same _ surplus 
profits invested wisely in advertising 
then become a real ‘gilt-edge’ security, 
and a solid reserve of strength to meet 
days of difficulty, and to overcome 
quietly but irresistibly and surely the 
most frenzied of competition, and the 
business thus provided with reserve 
strength stands four-square to meet 
and overcome every attack.” 

“Prominent advertisers of the coun- 
try at the present moment have a big 
opportunity. 
gressive men, advertisers and non- 
advertisers, to a realization that now 
is the time to go forward.” 

These same arguments apply to 
bank or trust company advertising 
and | believe they should be heeded 
by any financial advertiser who is 
tempted at times 
to lose courage on 
the advertising 
proposition. 


| A National Bank |] 


an Ideal Executor 
N the open- 
ing day of the 
World Series base- 


ball games the 
Northern Savings 
Bank, St. Paul, 
Minn., ran that 
very appropriate 
“Watching the 
Returns” adver- 
tisement (Fig. 1). 
It made a hit. 


Resources More Than $5000 000 
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Fig. 2. Five good argu- 
ments for a _ national 
bank as executor 






Let them lead all pro- « 


By T. D. MACGREGOR 


Vice-president, Edwin Bird Wilson, Incorporated, 
New York City 
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FF Watching the Returns! 


You can have a “world series” all your 
cal own—in which you'll watch the re- 
‘ turns with an eagle eye—for in this 


r i game you are the hero and the bene- 
} factor. 


<A 5 —it's the gaine of Thrift. Start right 
now! You'll i get 3 ’ interest 


Jan. 1st at 4% on money banked by 
; Oct. 11th. 





Let Us Serve You. 
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Fig. 1. 


A world's series of your own 


GIVE and Bequeath”’ is the title 

of an unusually thorough and 
effective book on trust company serv- 
ice prepared by A. Erwin Rankin, 
publicity manager of the Fidelity 
Trust Company of Buffalo, N.Y. It 
contains over sixty pages. Concern- 
ing it Mr. Rankin writes: 

“You will see in looking this booklet 
over that I have attempted to give 
a rather complete discussion of the 
whole subject in such a way that it 
will be as complete as possible and yet 
not too long to discourage a person 
who is interested in finding out some- 
thing more about the matter.” 


HE advertisement of the Bank of 

America, New York, headed “Of 
Vital Interest to Manufacturers,” 
reproduced herewith, (Fig. 3) is one of 
the most successful bank advertise- 
ments, in the matter of replies, that | 
have ever “met up with.” From one or 
two insertions in a small number of 


New York City newspapers it pulled 
approximately 3,000 replies. Of 
course, this is quite a testimonial for 
the ‘‘New York Times” as it was the 
principal paper on the list. 


OME good arguments for a 

national bank as an executor are 
given in the reproduced advertisement 
of the National Bank of Commerce 
in St. Louis (Fig. 2). 


FOUR-PAGE illustrated letter is 

sent out by the American Bank 
of Commerce & Trust Company, Little 
Rock, Ark., to different members of 
the community—a different one to 
salaried men and women, teachers, 
etc. Regarding them Minnie A. 
Buzbee, manager of the advertising 
department, writes: 

“We have sent this letter to three 
different prospect lists using a differ- 
ent multigraphed letter on the first 
page for the different lists. 1 planned, 
and prepared the letter and had the 
art work done here under my super- 
vision. Although we have not sent 
out all the letters, we can trace ex- 
cellent results from those which have 
gone out.” 

Here is the letter sent to teachers: 
“Dear Miss C——-—-— 

Your pay envelope is going to be 
fuller this year than last. Allow us to 
express our congratulations and the 
wish that you may receive the greatest 
possible benefit from this money. 
This cannot be done without the use of 
a bank and to that end we offer you 
the many facilities of this 45-year-old 
institution. 

“As a teacher you are expected to 
instill in the pupils the habit of thrift, 
which you can 
best do when you 
practice it your- 
self. 

“You of course 
know that every 
dollar saved now 
will be worth two 
when prices be- 
come normal— 
and they have 
already started 
on the down 
grade. 





Of Vital Interest 
to Manufacturers 
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Fig. 3. Three thousand 
replies from this ad 
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CLEARING HOUSE 


“We number among our valued 
customers a rapidly increasing list of 
teachers and business women who are 
learning to take care of their money in 
the same business-like way as men. 
If you are not already one of this 
number or if you are using only a part 
of our many facilities, won't you care- 
fully read the other pages of this 
letter, decide in what way you can use 
this bank and come in to see us about 
it?” 

Yours very truly, 
Vice-president and cashier 


ERHAPS one 

of the most 
common but also 
most effective 
kinds of bank 
advertising just 
now is that which 
boosts local indus- 
tries. Herewith | 
am reproducing 
three more of that 
kind— from Buffalo, 
Chicago and Los 
Angeles (Fig. 4). 


NE of the best 

bank house 
organs which comes 
to my desk is the ‘‘Rochester Trust 
News” put out by and for the 
employees of the Rochester Trust 
and Safe Deposit Company of 
Rochester, N. Y. It is given a per- 
sonal tone by the fact that it is printed 
in mimeograph form. 


E now know who the next presi- 

dent of the United States is 
going to be, so there is special interest 
in his remarks anent woman's suffrage 
quoted in the advertisement of the 
Herkimer County Trust Company of 
Little Falls, N. Y. (Fig. 5). 








The Next President 
Says: 





Tee my earnest hope, my sincere de- 
tire that the one needed State vote be 
ee ce eye tule ned thei, teedjummentat hand. They are eotitied 
wate 64 every cliiacn shal be cam ond to the privilege of voting ss « matter of 
counted m the election night —Cox 
lerding 


‘The women of Americs helped win 
the war and are entitled to 8 vowe in the 


And they are both right. 

There is ONE right which wise women have always had in t 
It is a right to save. It is to the everlasting credit of million: 
that they have exercised this right. 

Women spend approximately 80% of the national wage income. 
Women are ly more conservative than men. 

They buy more carefully. They save for their children. They set an 
enegle of thrift to their boys and girls. 

It does not take an amendment to the Constitution to give women the 
greatest right on carth—to plan ahead —to save—to educate their children 
into thrifty, industrious, honest men and women. 

This bank cordiaily welcomes the thrifty woman. An interest account 
us t a woman is far-sighted—and many are depositors with us. 


his country. 
s of women 


Money deposited on or before September 3d 
draws interest from J ret oe 5 at 4% 


Herkimer County Trust Company 
Little Falls, N. Y. 




















Fig. 5. It helped elect him 


HE two advertisements of the 

Continental and Commercial 
Trust and Savings Bank, Chicago, 
“The Engineer’ and “The Railroad 
Man, (Fig. 6) were part of a“*Who Is?” 
series which attracted considerable 
attention not only from the various 
classes in the community featured 
but also from many others who read 
the advertisement ‘over the shoulders’ 
of those directly addressed. 


R. J. T. HOLDSWORTH, vice- 
president of the Bank of Pitts- 


Nineteen 


placed on deposit. The institution 
has fully justified its existence, and 
we can be proud of the accomplish- 
ment to this time. 

“The interest period on thrift 
accounts closes July 1. Our bank was 
not in existence the first of January, 
and therefore could not expect the 
transfer of thrift account deposits from 
other established institutions, inas- 
much as the transfer of such deposits 
during the six months interval would 
have broken interest for the depositors. 
Now July 1 is approaching, and we 
anticipate that the 
thrift accounts of 
























Fig. 4. 


Patronize home industry 


burgh, Pa., sends me a wonderfully 
attractive booklet of that institution 
entitled “Trade with the Orient.” It 
is one of a thorough series of publica- 
tions on foreign and domestic trade 


“( NANADA’'S Possibilities’ is the 

title of a 64-page booklet. issued 
by the Royal Bank of Canada for 
circulation in the United States. It 
is an eye-opener as to the resources 
of our northern neighbor. 


NE of the difficult things in bank 

advertising is asking people to 
transfer their accounts from other 
banksto your institution. This seems 
to be a perfectly legitimate thing to 
do, especially when 
your bank is the first 
one established in 
your community. 
How this situation 
was handled by the | “2S 
bank of Hasbrouck | “=: 


ends 
and he delves 
| Ih is bis dury t 





Who is he ? 
He ws the Grest esa 
He explores far counerneey 
machines 
of the earth 
into its depths 
effect economy 






Heights, N.J., is | “Soars 


shown in the follow- | 


ing letter published as _ | 


. ine energy s4 ne “ 
a newspaper advertise- petit ets 
ment: Tne remem 
ineetligent mee © 





“Since the bank open- 


ed its doors for business CONTINENTAL 2» COMME: 
February 2 this year, TRUST Sntcqaney ane We Somes 


$135,000 has been 


Fig. 6. From a ‘‘Who Is?” series 


our citizens held in 
out-of-town banks 
will be transferred 
to the Bank of Has- 
brouck Heights. 
Theconvenience 
and satisfactory 
service which the 
present depositors 
of thebank have uni- 
formly experienced 
will unquestionably 
result in the transfer 
to the Bank of 
Hasbrouck Heights 
of their out-of-town 
thrift accounts. 

“Our bank has proved a decidedly 
live factor in town affairs, and we urge 
that civic pride as well as the obvious 
convenience in making deposits and 
carrying on other banking business in 
a ‘Home Bank,’ should influence the 
transfer of the out-of-town thrift 
accounts of our citizens to our bank. 
Savingis a healthy, helpful habit, and, 
particularly at this time, a patriotic 
duty; so we urge that every family, 
and each member of every family, start 
a thrift account to bear interest from 
July 1, no matter how relatively small 
may be the initial deposit. 

Very truly yours, 
FRANK S. FLAGG 
President”’ 
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THE BURROUGHS 


Merit Fixed on a Percentage Basis 
A Successful System that Rates Bookkeeping Work 


According to the Kind of Errors Employees Avoid 















ERILY this is an 

age of advance- » 
ment, of higher and -:; 
broader standards and . 
of keener and truer 
understanding of the 
relative valuesoflife. 

Just as the 
Teutonic peoples 
are discovering that 
their supposedly in- 
fallible doctrine of 
“might makes right” 
must be relegated to the scrap 
heap of the past, just so in business, 
the age-old truism of the survival of 
the fittest is coming to mean, not 
necessarily the man who is fittest 
because of a greater financial backing 
or stronger “pull,” but the man who 
is most earnest, most purposeful and 
most efficient in his work. 

Accompanying this better under- 
standing of the “‘fittest,"’ is the need 
for some means by which the captains 
of industry may impartially determine 
the real fitness of the men under them. 

For many years the efficiency ex- 
perts have been improving methods in 
every field of business, but outside of 
our schools and colleges, a regular 
schedule for gauging the capacity and 
merit of the men engaged in any 
certain line of work is practically a 
new venture. 

Recently the First National Bank 
of Minneapolis decided to establish a 
precedent and to adopt a merit system 
of marking by actual percentages the 
quality of the work of their employees. 

The chief clerk called the heads of 
the various departments together and 
instructed them to work out such a 
system, each for his own respective 
department. At first it seemed no 
small task to figure in percentages 


By AXEL JOHNSON 


First National Bank, Minneapolis, Minn. 


the relative importance of each step 
in the day's work, but it was finally 
accomplished by means of a scale of 
demerits for errors. 

The Individual and Ladies’ Book- 
keeping Department has evolved the 
following system whereby a monthly 
efficiency report is made—based not 
upon loose estimates but upon actual 
figures. 

A daily record is kept covering the 
work of each of the thirty-five book- 
keepers, and all errors are marked 
down and computed at the end of the 
month. Certain errors will, of course,. 
count for more than others, and the 
ratings are as follows: 


Error in listing counts... 
Switch (posting an item 
on the wrong account). 2 points 
rere 3 points 
Items posted in error.... 7 points 
(Notes, bills, drafts and acceptances, 


post-dated checks, certified checks, 
checks not properly endorsed, checks 


1 point 


——~—J3 similar to ours but 
drawn on some other 
bank.) 
== ++ Late Returns, 10 points 
TTT 4 (clearing house items 
Ch not accepted and not 
returned by book- 
keeper within a 
— specified time.) 
Difference not found 
\. fi by bookkeeper, 15 
4+ points 
; rt Stop-payment paid by 
bookkeeper, 25 points. 
In figuring out the percentage of 
efficiency, the following table is used. 


No errors—No points............ 100 per cent 
Total of not more 


a 


eer reese oer areeper 99* 
eS Te |. ca ee rap me olarce eee om Q5** 
Di? « ° dunbiwe Gaawnads conn on go 
DE 0 gad os aa Ahacd ean otek 85 
OS Reg Re SP eae ce Sa ees 2 epee 80 
De de a ae ck paelen 7 


Sadek aan Sed points other than comand by 
errors in listing. 
** Only errors in listing and switches. 

Remarks are also made on the neat- 
ness of the work. 

The final result for the month is 
posted on our bulletin board. 

The officers of the bank are in favor 
of this system because it gives them a 
better opportunity to know who are 
the most efficient clerks in the office 
when the question of promotion arises. 
The members of the staff are in 
favor of it because they know 
that a high efficiency record, to- 
gether with personality, will in due 
time bear fruit in the form of 
promotion or higher salary. After 
a year’s trial the merit system, with 
its monthly efficiency reports, has 
established a keen and _ honorable 
competition which demonstrates its 
value in better work and improved 
service to the public, as well as the 
personal satisfaction in the apprecia- 
tion of work well done. 
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Chairman Bert V. Chappel. 
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NE of the most systematic and definitely planned 

campaigns for new members that has ever been 
projected in the history of our organization is now under 
way under the energetic and capable leadership of 
It has for its objective 
15,000 new members, a figure almost equal to one-half 
the present growth of the Institute throughout its 
twenty years of existence. We confidently believe that 
the objective will be attained; it is up to the various 
| chapters so to conduct their activities that these 
_ 15,000 new members may grasp the proper conception 


——— ——— === = —e —— 








of the Institute spirit, become indeed real Institute men, 
thereby creating within themselves a broader interest 
in their work and gaining the incentive to delve into 
things outside the immediate scope of their daily tasks. 
When the ambition to accomplish is aroused and that 
ambition is backed by systematic effort and application, 
it begets creative knowledge—that potential force that 
projects itself not only into the solution of new prob- 
lems, but into the creation of new ideas—that isso essen- 
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A Larger Day’s Work 
With Less Fatigue 


A larger day’s work with less fatigue can be 
accomplished by your statement machine 
| operators if you furnish them with Economic 

q Ledger. Itlies flat. It takes a perfect im- 
at- pression. It erases clean. And it is free 
from eye-tiring glare. 





1S From the executive’s point of view, Mr. 
W. H. Beaumont, of the Worcester Bank & 
_ . Trust Company, writes : 
: 
na | “After experimenting with many ledger papers, 
laa ) we found that Economic stands up on its feet, 


works fast and sure in the machine, and is 
| free from the curling habit. Economic 
Ice Ledger also gives us a neat-looking state- 


























es ment that makes a good impression.” 
in Any stationer or printer can supply Economic 
OW : Ledger in your printed forms. The name of 
. the paper and the maker’s trademark are 
to- . watermarked into the sheet. 
jue 
of Send for free test sheets 
ter 
ith @ a | CrockeR-McELwaIn Company 
we / Holyoke, Mass. 
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THE BURROUGHS 


The Bank that Goes “House to House” 


Even the Weather is Taken into Account by this Chicago 
Institution in Cireularizing for Neighborhood Business 


HE problem that confronts the 
small-town retailer as against 


By EARL R. OBERN 


Manager, Publicity Department, Noel State Bank, 

























































































the large mail-order houses, Chicago, Ill. 
might easily be com- o— — 
pared to the problem of . , n 
; j Joél State Rank 
n outlying bank in a IN Gsrarirnnoase nities 
7 . y 8 . Now is the Time to Save Money ae ) 
large city. The big 
k Prices are high and your dollar today — bb aa T Geeme 1] ___ Gatance 
banks in the downtown will buy only one-half as much as it did , T V 
d ° P b t ° f five years ago. | \ 4 
istrict o ain, O When the doliar again has its full A) 
course. a great deal of buying = a . ——— ~ Ww 
: have saved will have dou in value. 
business from all over indienne oe dollars will bring y “ \ 
7 you a gcod profit in interest. t 
the city. But the bank Work hard while you can and save p ae 4 YN] | 
in the outlying district all the cheap dollars possible. NX ow . uy 
‘ ° depositi re dollar: h week 
can only obtain busi- ertonth im tsmengs account a \ly 
bank, you will protect your future an 
ness from its immediate make a snug profit besides. \ = 
neighborhood DO IT NOW. 3s INTEREST * 
: ; DT wy ha - decal \ 
There is one state Neste pank tity 
bank in a large city, wh Gah tor AM chs Pocehe™ (TW = 
the Noel State Bank ¥ 
Chicago, that has 








scientifically worked out 
a comprehensive plan that seems to 
insure successful results when cam- 
paigning for new business from its 
immediate neighborhood. This is by 
the method of house-to-house dis- 
tribution of advertising matter — not 
the old-fashioned kind of scarehead 
that was hurriedly stuffed under 
doors, in mail boxes or around the 
knobs, but a well thought out folder 
of merit, that is put into the mail 
boxes. 

When planning one of these cam- 
paigns, the following factors must be 
taken into consideration: 


1. The reliability of the distribut- 
ing agent. 

2. Complete analysis of territory 
to be covered. 

3. Adaptability of advertising 
matter to the territory. 

4. Making the advertising “‘com- 
plete’ with regular mail matter. 

5. Weather conditions when dis- 
tribution is going on. 

6. Tying up the distribution with 
other publicity mediums. 

The reputation of the distributing 
agent must be thoroughly investi- 
gated. Usually a reliable distributing 
agent is bonded and therefore he 
furnishes a guarantee of faithfulness. 
A careful check must be made by 
the bank distributing this advertising 
matter. Such a check can easily be 
made in the following manner: Each 
employee who lives in the territory 
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The cover of the “bank book" and how it looked inside 


to be circularized is informed as to 
the time the distribution will start. 
When he receives a circular in his 
mail box, he reports it at the bank. 
Inquiries from customers will also 
bring the desired results as to the 
speed that the distribution is making. 
It is customary for distributing agents 
to have about five foremen, under 
whom work three to five distributors. 
In this way the head of the distributing 
agency can keep in touch with his 
foremen and they in direct touch 
with the men distributing. Of course 
it occasionally happens that the dis- 
tributing agent employs by mistake 
some worthless individual who at- 
tempts to throw away quantities of 
advertising matter to make it appear 
that he actually distributed it. How- 
ever, in only a few instances, did this 
bank find that advertising matter 
was thrown away either by the dis- 
tributors or by the person receiving it. 

Before starting our house-to-house 
campaigns it was necessary to make 
a complete survey of the territory to 
be covered, for our bank serves a 
section of the big city made up of 









Jewish, Polish, Scandinavian, German, 
and Italian residents. The peculiar- 
ities of each of these nationalities 
must be taken into consideration when 
the campaign is planned. Fully 65 per 
cent of the people could not read our 
former advertising copy intelligently. 

A copy of the “bank book” circular 
(reproduced herewith) distributed in 
July, shows three basic fundamentals 
of advertising to the foreign element: 
It must be educational; it must 
be simple, yet put- 

ting across its 

message; and it 

must contain 

“the check-up or 
key-up feature,” 
portrayed in this 
case by the line, 
“Bring this Book 
with you.” Fifty 
thousand copies of 
the “bank book,” 
distributed in the 

territory of this 
banking institution, 
brought 500 new ac- 
counts, and increased 
the savings deposits in 

four weeks by $200,000. The results 
were direct. What future results it 
may bring can hardly be estimated. 

This piece of advertising matter 
was distributed and put in the mail 
box by itself, although usually it is 
the custom of this bank to insert 
its advertising in a plain white envel- 
ope carrying some snappy phrase 
such as “Yours for the asking,” or 
“Rent your money to us.” At one 
time blotters bearing a similar mes- 
sage were distributed from house 
to house. These blotters were 
enclosed in a plain white envelope and 
sealed. When the blotter was placed 
in the mail box by the distributor, it 
was taken into the house with the 
other letters left by the postman. 
Once in the house it was opened with 
the rest of the mail, and it easily put 
across its message. 

Strange as it may seem, the weather 
is an important factor in such a cam- 
paign. A severe storm might easily 
destroy the direct value of the cam- 
paign. The Noel State Bank pro- 


cures a weather report from the 
weather man just before starting 
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distribution. If the weather man 

predicts a heavy snow storm, the 

campaign is delayed until after the 

storm. For, after all, people act 

largely on impulse of the moment, 

and if anything like the weather 

| hinders them from going to the bank 

| for a day or two, they too often for- 

| get entirely the message that sold 

them the service. 

Of course to make the campaign 

complete it is well to have window 

signs presenting the message of the 

campaign in a little different manner, 

and simultaneous advertisements in 

the newspapers containing the catch 

: | phrase, or containing the meat of the 
) | message that was distributed. 

. The bank benefits also from mouth- 

to-mouth advertising—the most effi- 

} cient form of advertising—within a 

) very few days, when the whole neigh- 


IVANHOE 


Post-o-Lite 
































+ * 
borhood begins talking about the |{| Light on the Work—Lightens the Work 
L phrase on your envelopes. The Ivanhoe Post-o-Lite will relieve your bookkeeping machine operators from eye 
' A good method of checking up to strain. Adding and Posting is made faster and more accurate because the light is 
' : ; b = 1] focused exactly where it is needed, eliminating errors due to poor light and glare in 
determine whether the bank actually your operator’s eyes. 
5 gets direct results is by having dis- ADJUSTABLE TO ANY POSITION 
: : , Uni 1 joint bl tt to adjust the light t desired ition. Portabl d 
4 tribution made only to the houses on pace constennal Ge ‘Tan go A or ag FB phon: po rar = mo cudunas ah 
a the even numbers of the streets. tubular stands. Equipped with Non-breakable Shade, eight feet of cord and plug. Sent with- 
: : out obligation on 5 days approval. 
y An examination of new accounts Finished in Nickel at $15.00; Black, $13.00. F.O. B. Detroit. 
f about two weeks after the distribution POST-O-LITE SALES COMPANY, 69 State Street, DETROIT, MICHIGAN 
| is completed will show where the new 
e customers have come from. That 
S will quickly tell the story of whether 
\ this kind of campaigning will “bring 


home the bacon.” 


























d At one time this bank attempted to | 
n distribute advertising in foreign lan- 
S guages in the Jewish neighborhood and 
it | Polish district. The business in the 
1. | department advertised jumped 300 
T / per cent for that particular month. 
il 
is Why Do New Accounts Come 
t | to You? | 
a (Continued from page 12) | 
3€ | small home savings banks were evi- 
or dently told that we gave such banks ay 
c u 
1€ | by friends, as we did not advertise it a 
: - ’ . : : , Cabinets > M4 
S- | during or previous tothe investigation. Remenit CARY Safety Deposit Boxes are Standardized 
se Since these five people opened ac- “a Add new tiers as your department grows 
“€ counts with us in order that they T’S asimple matter for the bank that is equipped with Standardized 
id might have the home banks, we be- | A few of the many banks units. When the growth of business necessitates new facilities— 
d lieve th h th h using CARY SAFETY the CARY-equipped bank merely orders new CARY units. They 
. eve that there are many others who DEPOSIT BOX UNITS sare counterparts of the old units, and can be ordered either singly or in 
it are equally eager to have the con- | Commercial Trust Company, groups. The department grows with your business. 
re j N.Y. 4 ience is found in the fact that a large stock of units is al ing through th 
1e€ venient little safes, sO we intend to The Public National Bank, ne pracessent rate mec at of units is always going through the 
n. advertise the fact that we give them Ochiend Beak of Sact N CARY units are also furnished with boxes of various sizes, to meet banking requirements. No 
. jakian nk 0 avings, aie ; ; 

th to depositors. Oaklagd, Calif. matter what your needs may be—CARY units will fill them. 
ut Th wo who aid h “thou h Bank of Nova Scotia, Canada UNIFORM STRENGTH THROUGHOUT 

th vais Id . i 7 * 8 ; Cleveland ae is the watchword of all CARY construction. It‘is your assurance of perfect workmanship. 

J Vv oO 

; cy wou try anot — an wae Marine Trust ieee meng sti CARY designers are experts in the arrangement of CARY Safety Deposit Box Units. They know 
er simply dissatisfied with the service uffalo, N.Y, how to make every cubic inch of space count. They can help you solve your problem. 
a rendered to them by a bank where | SW! Suintfsty, Stes canoms stoiran cqpnen seas ny Be Wate? oe 
Hy they had previously had accounts. | El Paso Bank and Trust Co., 

a El Paso, Texas e e owe Fae 

n- The knowledge that they were dis- CARY SAFE COMPANY, Buffalo, N. Y., U.S.A 
‘O- gruntled with the service of another oe 
he | Bank and were simply “trying” us. | CCA RY SAFES “The Safe Investment” 
ng put us on the alert to give the best of Pre Oe: 
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and operation sent upon approval. 


CRESSTONE COMPANY 


MINUTES A DAY 


is all that is required to compile the complete record of 
INTEREST EARNED BUT NOT COLLECTED 


and 


DISCOUNTS COLLECTED BUT NOT EARNED 


on the Cresstone forms especially designed for this purpose. Several hundred banks have been using 
this system with ease for two years and it has been approved by several Federal Reserve Banks. 
Forms are comprehensive and compact, being 6” x 9” and by unique arrangement accom- 
modate nine different interest rates. Stock sheet provides for 4, 444, 5,54, 6, 6%, 7 and 8% rates 
and one blank column. Can also be furnished in any combination of nine rates without additional 


One year’s supply with durable flexible ring binder and complete instructions for installation 
Ask for sample sheet of our new Bond and Security record. 


Interest Earned Outfit, Complete $10 © 


‘“‘Better Bank Forms” 


Woodbury, New Jersey 























Whispered “Tips” 
or Verified Facts? 
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ONEY can be made by labor. 
It can only be multiplied by in- 
vestments in good, reliable securities. 


Hearsay information is unreliable. 
This is where F. W. SHIDELER 
& COMPANY’S SERVICE comes 
in. We give to our clients, without 
charge, information based on facts 
ascertained through investigations of 
our engineering, accounting, legal 
and service departments, concerning 
any investment they wish to make or 
any security they desire to sell. 


We have listed some very attractive 
and reliable offerings which we will 
submit upon request. 


Booklets upon financial subjects will 
be mailed upon receipt of name and 
address. 


W. SHIDELER & COMPANY 
LEMCKE ANNEX BUILDING 
INDIANAPOLIS 
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THE BURROUGHS 


service. The fact that two opened sav- 
ings accounts after coming in and open- 
ing Victory accounts is an interesting 
sidelight on the Victory account, as 
it shows that featuring the Victory 
account not only results in people 
opening Victory accounts but also 
gets them to come into the bank and 
thus become acquainted with our 
other services. The Victory account, 
by the way, is a method of correlating 
savings and insurance, the depositor 
making regular monthly payments 


| and being insured for the difference 


between the amount he has deposited 
and $1,000 or $500. 

Oh, yes, people have real reasons 
for going to our bank— and yours. 


It Got Attention, Anyway 


HE primary purpose of all adver- 
tising is to get attention, the ex- 
perts say. 

A bank in Hammond, Ind., hung in 
its window a dollar bill under the 
legend, “‘One dollar starts a savings 
account.” 

A thief hurled a brick through the 
$500 plate glass window to get the 
dollar bill. 

















If It’s A | 
Memphis Matter. 


rely on the U & P for 
full measure service. 
Collections are hand- 
led intelligently, and 
so are all other trans- 


actions intrusted to 


| 

this highly developed 

| service-giving institu- 

| tion. 

UNION & PLANTERS BANK 
& TRUST COMPANY 


Organized 1869 


Memphis Tennessee | 
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The size is 
OM x12x15 M% in. 
Weight 20 lbs. 
Guaranteed for 
ten years. 


i ‘HE character and success of the modern bank are ex- 


pressed not only in its physical appearance but also in 
the facilities it employs the better to serve its depositors. 


The Lightning Change Maker is an im- 
pressive factor in modern bank equipment. 
It is automatic, accurate and infinitely faster 
than any other method of paying coin. 
These features facilitate rapid, efficient ser- 
vice to depositors at the point of most fre- 
quent contact, the tellers’ windows. It 
pays for itself in the saving of time to the 
bank and its employees. 


The Guaranty Trust Company of New 
York, the Continental and Commercial 
National Bank of Chicago, and other banks, 
large and small, everywhere in the United 
States, knowing these facts, use the Light- 
ning and would not be without it. The full 
story of the Lightning—of its time-saving, 
profit-producing and prestige-adding advan- 
tages— is yours for the asking. 


LIGHTNING COIN CHANGER COMPANY 


Dept. AL 


4401-4409 Ravenswood Avenue, Chicago, U. S. A. 
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The appearance of a 
Deposit Book 


influences the new depositor 





RE the Deposit Books yqu are handing 
A to your patrons suggestive of the 
character of your Bank? These books, 
together with your checks, are a constant 
reminder of your bank and should. be 


planned accordingly. 


Deposit Books made by William Mann 
Company are of the finest quality and reflect strength, dignity 





and refinement. 


Due to the high cost of leather, we recommend that you 
have your Deposit Books bound in Mancotine — an imitation 
leather which does not in any way detract from the appear- 
ance or quality. 


Samples and prices gladly submitted. 


Blank Books— Bound and Loose Leaf — Lithographing, Printing, 
Engraving — Office Stationery and Supplies 


THE BIRMINGHAM 
TRUST AND SAVINGS 
CO., Birmingham, Ala- 
bama, are using Manco- 
tine on their Ladies’ 
Deposit Books. This is 
indeed a recommendation, 
as the “female of the 
species” is notably more 
appreciative of neatness 
and beauty. 


WILLIAM MANN COMPANY 
PHILADELPHIA 
FOUNDED IN 1848 


New York Offices: 261 Broadway 

















SAVE YOUR EYES 


AYLIGHT is best for the eyes because Nature made it perfect 
in quality and diffusion. You can have electric daylight on 
every machine with Emeralite and the new 


DAYLIGHT ATTACHMENT 
Converts ordinary electric light into scft light, 
approximating daylight. No glare—no eyestrain. 

Can be attached to any Emeralite desk lamp. 

Emeralites for every home and office use. 


Write for booklet showing fifty patterns. Sold by office 
supply and electrical dealers. 


H. G. McFADDIN & CO. 


40 WARREN ST. NEW YORK 
Makers of Lighting Devices Since 1874. 
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Puzzle: Find Our Contingent 
Assets 


(Continued from page 7) 
made to them. This, however, has 
received no encouragement on our 
part. It must not be forgotten that 
these loans played an important part 
in the winning of the war. 
“It is difficult to exaggerate the 


| great purposes served and the great 


results accomplished by these advances 
to foreign governments,’ said Carter 
Glass, former SecretaryoftheTreasury, 
onthissubject in his annual report. “!n 
the most critical stages of the war 


| they immeasurably assisted America’s 


gallant associates in obtaining muni- 
tions, supplies, and equipment that 
were so imperatively needed to meet 
the enemy's offensives or to carry the 
fighting intohis territory, and probably 


| of equal importance was the fact that 


they served to hearten the allied 
armies and peoples by the knowledge 
that the vast credit resources of the 
United States were being shared by 


| them for the effective prosecution of a 


common cause. Conversely, it is not 
difficult to estimate the disheartening 
effect that these loans of billions and 
the willingness of America to lend for 


| theprosecution of the war asmuchmore 
| as was needed tothe limit of her ability 


must have had upon the spirit and 
morale of peoples and the armies of the 
enemy. 

“In the beginning, before the crea- 
tion of our great army, the principal 
assistance of America was necessarily 


| through foreign loans, and it was 





then that these advances proved so 
very potent in contributing to the 
final victory. Loans to Russia in 
1917 kept that great nation in the war 
and held Germar troops upon the 
eastern front for six precious months. 
Similarly in each grave crisis, whether 
on the Italian front or on the battle 
fields of France or Belgium, the loans 
from the United States gave the Allies 
the means of replenishing supplies and 
equipment, and inspired their fighting 
forces and the peoples behind them 
with renewed hope and confidence and 
with strengthened determination in 
the face of an advancing foe.” 
Besides these war loans to foreign 
governments, Uncle Sam holds obli- 
gations of the French government to 
the amount of $400,000,000, and 
obligations of various other European 
countries in the amount of approxi- 


| mately $165,000,000 on account of 


the purchase price of surplus property 
sold by the War Department through 
the Liquidation Commission. He holds 
also other obligations amounting to 
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approximately $88,000,000 on account 
of the purchase price of relief supplies 
provided by the American Relief Ad- 
ministration under the congressional 
appropriation of $100,000,000 for 
relief in Europe. 

Not even the wisest prophet could 
tell an inquisitive bank examiner what 
Uncle Sam ought to expect by way of 
return from his shipping board invest- 
ment. The records of the Treasury 
Department show an outlay of 





approximately $3,322,300,000, but the | 


balance sheet of the board shows a 
total figure of money spent of 
$4, 106,802,383.17, which includes 
various accounts not embraced in the 
treasury statement. The actual sal- 
vage, of course, will be far less than 
either figure. It also will take a long 
while to complete the salvage opera- 
tions. When these figures were made 
up the board had succeeded in selling 
about $200,000,000 worth of ships, but 
it had 1,800 finished vessels on hand, 


and about forty more that it intended 


to complete. 


The same difficulty confronts the | 


prophet who is trying to guess what 
the returns from Uncle Sam's Rail- 
road Administration investment will 
be. Out of $1,161,000,000 0f apparent 
assets, there is an equipment fund 
repayable in fifteen years of almost 
$368,000,000. The Railroad Admin- 
istration also holds about $89,000,000 
of Liberty bonds; but it would make 
an adding machine dizzy to figure out 
the exact status of the government's 
assets in the various railroad companies 
of the country. It probably will 
take years to complete the accounting 
before the real work of liquidation can 
be carried on. 

Meanwhile, let us hope for the 
perfection of a better governmental 
system that will facilitate the work. 


From the Cradle to the 
Grave 


(A country paper version) 


There is nothing now that this bank 
cannot execute. When the darling 
little baby comes into the world, they 
start him off with a bank account; he 
grows up and deposits his savings; he 
falls in love; he comes to the bank and 
they assist him in getting the knot 
tied; he starts in business and they 
stand ready to assist him, and before 
long he begins drawing on the savings 
for his old age. You cash your last 
check and as the golden sun is setting 
in the west and your body is returned 
to earth, your will is read and the 
bank sees that it is executed properly. 
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TypocounT Linen LepGer Paper exactly fills the 
dificult requirements of Machine Bookkeeping in 
texture, finish, stiffness, strength and color. It is 
designed, made and sold for this one particular purpose. 


The excellence of its long service recommends 
TypocounT as a particularly wise purchase for new 
installations and for replacement sheets. 


If you have a bookkeeping machine in your office, 


let us supply you with some Typocounr test sheets 
and a sample book. 


Byron Weston Company 


DALTON, MASSACHUSETTS 
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Stronghart Company 





offers its new 


DUO-DIME 

Pocket Recording Bank 

An auxiliary to the home bank 
Holds $6.00 in Dimes 


Made entirely of aluminum 


It’s a winner—a Thrift Producer. Placed with 
exclusive rights and protection. Secure it for 
your city. Write us today. 


STRONGHART COMPANY 


3 . Office and factory: 
Illustration actual size 1512-16 So. Wabash Ave. CHICAGO, ILL. 
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OU Can Void the 95% 

of All Errors due to 

Copying in Your Note 

and Loan Registration 
By Installing 


The 
One Operation 
Note Register 


The System that makes 
All Records at ONCE 


And this is but one of the features 
that make this system the logical 
one for all Banks to adopt. It is 
also a great time saver—and it 
furnishes a liability record for both 
makers and endorsers that furnishes 
total liabilities at a moment’ s notice. 


Bankers! 
Send for our booklet — 
TODAY 


It describes the system in detail, and 
shows you how to save both valua- 
ble time and money for your in- 
stitution. Hundreds of Banks are 
using it today and consider it the 
most efficient system yet devised. 
A card will bring you the booklet. 


The Union Savings 
Systems Company 


**Good Things for Banks’’ 


Lancaster, Pennsylvania 


Canadian Distributors: Business Systems, Ltd. 
Toronto, Ontario 
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For Real Opportunity — 
The Small Town 


By W. M. JACKSON 


ELL, sir,” said my banker 
friend from Up-State, as he 
leaned back in the comfortable lobby 
chair and puffed contentedly at his 
newly lit cigar — “you may say all you 
like about the various and sundry 


| facilities offered by your big banks. 


I'll say that none of them’s got any- 
thing on us. Of course the things 
they do may sound bigger, but from 
the standpoint of meeting the needs 
of the average customer and of serving 
the broad interests of the community, 
I'm willing to compare our perform- 
ance with that of any bank large or 
small. 

‘Now the tendency with us small- 
town bankers is to sit back and watch 
the big fellows do things — all the while 


| wishing our 5,000 population were 
| 500,000 so we could really show the 
| stuff that’s in us— when as a matter of 


| denly. 


fact we've got two opportunities to 
their one. The reason is that we can 
offer most of the things they can (with 
their co-operation as our correspond- 
ents) and do a lot of other things 
besides. 

“Let me give you a _ concrete 
example. About two years ago one of 
our new plants got into deep water 
financially, due to a combination of 
circumstances which arose rather sud- 
In spite of our best efforts 
things went from bad to worse, and 
the end was not far off when as a last 


| resort I wired our New York corre- 


_ and doctor sick plants. 


spondent to send us its ‘business 
doctor’ posthaste. I forget what they 
called him, but his job was to diagnose 
The impor- 
tant thing tonote is that he knew his 
job. He spent a day going over the 
situation and that night when we met 


| to hear his verdict he raised a laugh— 


a sort of dry, humorless laugh — when 


| he said: “Gentlemen, I've been called 
| upon totreat some mighty low patients, 


but this is about the first time I've 
been asked to resurrect the dead.” (I 
don't know that I should call the 
noise we made a laugh.) ‘Now,’ he 
continued, ‘I’m no miracle worker, 
but if you'll give me your full-hearted 
support and consent to some rather 
desperate measures there's a small 
chance that we can infuse new life into 
this inanimate structure.’ 

“Since we hadall to gain and nothing 
to lose by following his lead we con- 
sented, with the result that the busi- 
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With ANY TYPEWRITER 


ou can stencil 
an address in this 


ELLIOTT INDEX CARD. 
Then these cards will 


ere ae address your 
circulars, statements and other 
usiness ‘forms forever after~ 


When you slide a tray of Elliott 
Index Cards into the 
Addresserpress 


The Index cards automatically 
push through the machine. 
You insert the form which 
is to be addressed, 
like this. 


The ink roll prints the stenciled 
address through each Index 
card onto the form 
beneath. 


The trays of Elliott Index Cards 
are kept in these special 
filing cabinets, where 
they serve in place 
of your present 
index cards. 





Send for cur booklet Addressenpressing” 
The ELLIOTT CO: 


142 Albany St. ~ Cambridge.Mass. 
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ness was saved, and today is as strong 
and vigorous as can be. 
‘‘Now to the point. As a result of 


this experience and subsequent obser- Burglar- Proofing the Bank | 


vations and thinking I decided to 


"ee URING the month of September Dillon Burglar- 
pt ee ct asec e D proof Locks saved the Vincent Savings Bank, 
pare ware y Vincent, Ia., First National Bank, Moulton, Ia., The 
to follow the Chinese system and see 


' P : Peoples Bank Co., Kalida, Ohio. On each occasion the 
to it that every manufacturing and Dillon Lock paid for itself a thousand times over. 
business establishment, large or small, 


os hina teatinn £ th The outstanding feature of this lock is that the regular 
ee Srgipiectchage- tags oe ere - locking bolts on the vault doors are held intact and 
troubles, perhaps the trouble, with never move from their position when the combination 
the resuscitated plant was that it had has been completely destroyed, either by punching, 
had no adequate cost accounting sys- blowing or burning out with gases. 

tem. My newly appointed ‘doctor’ 


, Over eleven hundred banks are now equipped with 
knew something of cost accounting, Dillon Burglar-proof Locks. 
but I had him study the subject 


thoroughly. He spent some time It Saved this Bank 


investigating the best systems in a “The Dillon was all that held the burglars out of this 
number of out-of-town plants, and vault which contained 152 deposit boxes. This 


when I felt sure that he knew his re-locking device has saved this bank and our cus- 
re alles : Sat ted tomers a very heavy loss.”— S. Richardson, President, 
business, | made Same ie a or = The First National Bank, Moulton, Iowa. 
to go into every plant in town an : ; 
" © om « ee system Dillon Burglar-proof equipments include complete 
ilattaidl ta, dma i an anmteniline electrical protection covering daylight and night rob- 
a mn . E P beries, as well as locks for vault doors. 
needs. 
‘He also made a special study of Write us for further particulars 
production methods, and unquestion- . 
ably saved those plants thousands of The Dillon Lock Works 
dollars by his practical suggestions. Fort Dodge Rae 
“T next had him give his attention 


to the small commercial concerns. | 
don’t know whether you know it or 
not, but in the average town busi- — 
nesses change hands with monotonous 
regularity, and failures occur all too 
frequently. It used to be said up our 
way that when a man has failed at 
everything else he tries storekeeping — 
and I might add—with the same 
success. One of the most common 
types of small town merchant is the 
ex-farmer — the | I'm-sick-of - farming, '| ‘This desk saves space, consolidates the bookkeepers’ work, giving them the 
I'd-like-to-live-in-town type. In the | ]| pleasure and encour- 
vernacular of the day, as merchants agement necessary to 
these men are good farmers. In most | ||] increase the efficiency 
cases their failure is inevitable. What | ||| of their department. 
they don’t know about running a busi- | | 

ness would fill a large-sized volume. | |} 
Usually when they get the store- | 
keeping bug they sell the farm outright 

and boldly make the plunge, paying a | |} 
fancy price for some already near- | || 
bankrupt business, and taking on a | | 


























Save Time, Space and Increase Efficiency 


in your Bookkeeping Department 











You have seen many of these departments. Do they look like this? No. 
Not until the combination desk was put into use. 


| 


These are facts em- 
| phasized by the banks 
that are now using 
| them. 


For full information 
state size of machine 
and make of ledger 


house in town to boot. A year or so | ||| _ being used. 
later finds them back on a farm, not | 

as owner but as tenant. Prospective users are 
“Well, Willis investigated the situa- | || warned against pur- 
. h hl d f d th chasing combination 
tion thoroughly an oun at most desks which infringe 
of the stores either kept no books at | on the rights granted 
all or only did so in name. Not one in | || to A. 8. Falls by U.S. 
patents, dated 30th 
ten could show an accurate statement of March, 1920. 





of gross and net earnings, and very 
few really knew the amount and value 
of goods on hand. It was mostly a THE FALLS BANK DESK COMPANY (iNc.) 
guesswork proposition. Small wonder 4408 Oakenwald Avenue CHICAGO, ILL. 
that we had had so many failures! 
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ROSPECTIVE DEPOSITORS are the 
same the country over. Yours will re- 
spond as quickly to a striking poster 
appeal as do those of the banks now using our 


Poster Service for Banks 


Poster 40”x25”, on heavy ripple board, painted 
and lettered by hand in three or more colors, 
in a handsome, bronze-finished art-metal 
case, fitted with electric lamps, for night and 
day display on the outside of your building. 
Where the expense of a night appeal would 
not be justified, these same posters may be 
used as a Window Display. A suitable 
wooden frame, finished as desired, is provided. 
A Change of Poster Each Week 


Descriptive folder, photographs of installa- 
tions and samples sent on request. 


THE DON R. McINTYRE COMPANY 


7 East 42nd Street 


Poster Service for Banks New York City 
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Are the leading banks in practically 
every state using our home savings 
banks? Why do we Sell more home 
banks than all other manufacturers, 
combined? 


BECAUSE 


Our home banks have been proven, by fifteen 
years’ test in service, to be: (1) the most 
reliable in structure, (2) the most practical in 
design, (3) the most attractive in appearance. 
They are the most popular with depositors 
and the most productive of new accounts and 
deposits. 

AVOID 
Inferior home safes and safes of freak novelty 
type; they are no credit to a bank—a waste 
of time, money and opportunity. Experience 
has proven this. 


(October 18, 1920) 


5541 Banks 


In over 3,000 cities and towns, representing 
every state, are using our modern home 
safes; and the number is increasing daily. 











STYLES OF HOME SAFES 
28 Now Made By Us 28 


16 RECORDING {2 WON-RECORDING 
| SIX STYLES FOR FOREIGN USE | 


In addition to our famous recording safes, we 
make more BOX SAFES than all other manu- 
facturers combined. Our BOX SAFES are 
of modern design and structure. 


Our Home Safes are a PROFITABLE 
INVESTMENT — Not an Expense 
This is proven by the fact that banks which 
adopt them continue to use them permanently, 


ordering additional supplies from month to 
month and year to year. 


The Automatic Recording Safe Co. 
Manufacturers of ALL styles of Home Banks 
CHICAGO, U.S.A. 
(ESTABLISHED 20 YEARS) 
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“Willis turned teacher. Organized 
a class in bookkeeping and accounting, 
and you ll hardly believe me when | 
tell you that nearly every man that 


| needed the instruction attended that 





class. They stuck to it too, and before 
the ‘course’ was completed everyone 
was putting his knowledge into prac- 
tice. I say ‘everyone. That isn't 
exactly correct. We had had too 
many one-horse stores in the town. 
The class hadn't been running more 
than a month, when there were three 
conso.idations, and later on there were 


| others. 








“There was another important 
result. The informal swapping of 
experiences with certain customers, 
which began during the early meetings, 
developed into a little credit infor- 
mation bureau which today is quite an 
asset to our business community. 

‘There's no need of my pointing out 
how the bank benefited from all this. 
The direct benefits were new accounts 
and larger ones. But the indirect 
benefits were even more important. 
Through unselfish service—it was 
unselfish, for we had no thought of 
direct returns—we made friends on 
every hand. From an ordinary, 
every-day bank we developed into a 
local ‘institution.’ 

And as our business increased our 
worries decreased. Through the good 
work of Willis, who has developed into 
what you would call an able industrial 
engineer, we always know the real— 
not the apparent—condition of our 
business and manufacturing concerns. 
His labors have saved our clients 
many thousands of dollars. At first 
one or two were a little hostile toward 
him, or toward what he was seeking 
todo. Now they all swear by him. A 
great change has come over our busi- 
ness community. In the old days | 
was always having trouble of one kind 
or another. Now | seldom have any. 
That's what the Chinese system of 
business doctoring has done for our 
town. 

‘Don t imagine that we ve neglected 
the farmers. Without going into detail 
I'll tell you of some of the things we 
helped put through. 

“A member of our board—one of 
the most prosperous and progressive 
farmers in the county—organized a 
Farmers Forum which has been a 
great success. Meetings are held 
every two months. While most of 
the time is devoted to open discus- 
sions of the various problems of the 
farmer, it is customary to invite one 
or more experts from the Agricultural 
College to be present. 
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Our Latest Contributions to Thrift: 


Next to our automatic recording safes—which represent the perfection of the home bank 
idea—and which are the most attractive and productive home banks ever made—the two 
unique home savings banks below are the most effective aids to- Thrift ever devised. They 


carry the dev elopment and refinement of the single compartment home bank t to a point 
never before reached. 


Our ‘‘Nest Egs”’ Bank 


For almost two years we have been working out the 
mechanical details of this unique bank, and have just 
recently perfected them, so that we may proceed 
with its manufacture. Two problems confronted 
us: (J) the production of a shell, in metal, which, 
in shape and surface finish, would closely resemble 
an egg; (2) the preparation of a compact lock and 
coin-guard mechanism, which would be thoroughly 
reliable and durable, and yet so small and compact 
as not to affect the appearance of the shell. Both 
have been solved, perfectly, so that we may offer 
this new home bank, with the same absolute struc- 
tural guarantee that goes with our recording and 
other styles. 








Improved Form of our Famous 
‘*Library Safe’’ 


Above is an illustration of the way our improved 
Library bank—the home bank deluxe—appears, when 
open; when the key is turned, the cover automatically 
opens out, far enough to freely discharge its contents. 
The bank is closed by simply pushing the cover back 


into place. This marked improvement of our popular 
Library bank increases its mechanical practicability 
to a point equal to that of the best all-metal home 
bank made. 


An Ideal Bank for Lady Depositors 


AVOID IMITATIONS: — The popularity of our Library bank has caused imitations of it to be offered. Avoid 


them, if you want the latest improved bank above shown. 


Imitators and their substitutes are always with us. 


We are originators, we never copy. Practically every improvement in home safes made in the last twenty years has 


been made by us. 


THE AUTOMATIC RECORDING SAFE COMPANY 


Established 20 years 


Manufacturers of ALL styles of Home Banks 


CHICAGO; U. S. A. 
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Barshal ‘‘Security’’ Boxes 


Open the Way for Bigger Profits 
in Safe Deposit Banking by 
Eliminating the Burdensome 
Charges of Unrented Boxes 


“Security Safe’ De- 
posit Boxes give you 
control of your safe 
deposit banking 
that means quick 
adjustment to fluc- 
tuations. 


Five standard units 
of uniform depth, 
width and height 
provide for future 
growth at all times 
because they build 
up vertically as high 
as you like and hori- 
zontally in any width 
your vault permits. 
This way you save the 
overhead of unrented 
boxes by buying 
——— Boxes as 
need 

uantity output effects low- 
= price for boxes of stich 
sterling quality as is indi- 
cated by heavy Bessemer 
steel plate doors and Yale 
and Towne guardkey locks 
and strong welded cases. 
We guarantee to ship stand- 
ard units within 45 days from 
receipt of order. 
Are you alive to possibilities 
of this business? It is grow- 
ing by leaps and bounds. 
Get our new catalog and data 
on growth of safe deposit 
banking. 





The Barshal line includes 
Built-to-Order Metal Furniture 
Steel Filing Equipment 
Gragmcatet Iron and Bronze 


STEEL EQUIPMENT 
CLEVELAND. © 
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Saves 25% on 
Addressing and Printing 


Here is an addressing machine with 
which your office boy can address 
1,000 to 1,200 pieces of mail an hour. 
A simple, easily attached device en- 
ables you to print postcards, bulletins 
and small business forms, from a two- 
piece, flexible stencil, readily cut on 
any typewriter. 


The Standard 
Addressing Machine 


has features and advantages that make it 
indispensable when once used. It feeds the 
stencils automatically, prints in sight, skips, 
duplicates, repeats, etc. All impressions are 
neat and clear-cut. 


Every office needs the 
saves time, money, 
expansion. 


STANDARD. It 


promotes efficiency and 


A sample of Samco two-piece stencil and 
descriptive literature will be sent upon request. 


SMART ADDRESSING MACHINE CORP. 





Dept. 50, 11 Goodall St., Buffalo, N. Y. 


NEW YORK OFFICE, 100 WILLIAM STREET 
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“The Forum was organized three 
years ago. Formerly only two men in 
the county paid any particular atten- 
tion to fine stock-raising. Today 
every one of the members of the 
Forum thinks he has, or is going to 
have, the finest. cattle in the state. 
They are raising finer hogs, and more 
of them. Incidently, they went after 
the railroad people and got them to 
build new shipping pens and put in 
the best possible facilities for loading 
and unloading. We raise more and 
finer chickens; and now a number of 
farmers are going in for the raising of 
fine sheep and goats. 

“Extensive experiments were made 
with new seed of various kinds. As 
a result the farmers have considerably 
increased the quantity and quality of 
their farm products. Every year the 
Forum holds an exhibit which it would 
do you good to see. The bank offers 
five of the prizes given. 

“On the quiet, Willis worked out, 
with the co-operation of two or three 
farmers, a _ practical bookkeeping 
system for the farmer. Frankly I was 
a little skeptical about this when he 
told me about it. But today over 
half the members of the Forum are 
using his system—and they're en- 
thusiastic about it too. 

“The Forum was organized about 
the time the rural high school move- 
ment started. [ doubt whether our 
county would have one yet if it 
hadn't been for the activity of the 
Forum members, who early grasped 
the idea and gave the state and 
county authorities no rest until two 
magnificent schools were erected. An- 
other is building now. Four years 
ago practically no farmers’ boys were 
in college. You know what the old 
attitude was toward the need of the 
farmers’ boys for a college education. 
Well, this year well have more 
country boys in college than town 
boys. You readily appreciate what 
this will mean for the future welfare 
of our part of the state. 

“That reminds me of another thing 
that Willis did. One day the princi- 
pal of our high school dropped into 
the bank to see Willis about some 
point in bookkeeping—a_ subject 
which the poor man had to teach, 
without knowing anything about it. 

‘“How often does this class meet?” 
asked Willis. 

“Twice a week,’ 
pal. 

““How would you like to have me 
handle this class for you? I'll do it 
if you will let the class meet here in 
our board room. I'll not only teach 


replied the princi- 
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The Sinews of 


Travel 


Money gives strength for the 
journey and comfort by the 
way. If you use and recom- 
mend to your customers 


American 
—.. 


“A:'B:A Cheques 
you can rest roiiaa as to the 
safety of your money, and 
theirs. 

Upon arrival abroad —be- 
cause of arrangements made 
by the Bankers Trust Com- 
pany’s Foreign Service—you 
may exchange the “A-B-A” 
Cheques you take with you 
for other “A-B-A” Cheques 
payable in pounds sterling, 

cs, lire, etc., at the rate 
current on the day of ex- 





**See the World 
on ‘A*B*A’ Cheques”’ 





Issued in di tions of $10, 
$20, $50 and $100 in convenient 
wallets. Fall particulars from 


BANKERS TRUST 


COM PANY 
New York City 

















Pisin without being overheard 


Wonderful sanitary whispering telephone 
mouthpiece enables you to talk freely without 
being overheard. Hold secret conversation. 
Every advantage of a booth telephone. Made 
of glass, quickly cleaned and washed. Instantly 
adjusted. Money back if not more than 
pleased. . Sent postpaid for $1.00. 


THE COLYTT LABORATORIES - Dept. “E” 
573 W. Washington Street CHICAGO, ILL. 








and 2000 half - Letterheads 
3000 total 
1500 large & 1000 1-2 Ltrhds . $12.85 
4000 1-2 size Letterheads . . $12.85 
6000 large Letterheads . . . . $22.75 
CUSTOMERS FROM Lithographea on Good Bond 
MAINE TO CALIFORNIA Paper. Write for Samples. 


KAY-DEE LITHOGRAPHING CO., 750 Teutonia Ave. Milwaukee, Wis. 


Letterheads 
Beautifully 
Lithographed 


1000 large Letterheads 
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CLEARING HOUSE 


them the theory, but I'll take them 
around down here and let them see the 
actual practice. He taught the class. 


In addition, he went up to the school | 


and talked to the students in the 
senior grades about business. Then 
he arranged visits to the plants and 
stores. When he got through with 
those students they knew something 
about business, and particularly about 
the business and manufacturing con- 
cerns of our town. Come to think of 
it, | think this is one of the best things 
Willis has done. 

‘“‘He doesn't spend much of his time 
in the bank. He's our outside man. 
He works for the town. While we've 
never accepted a cent for his services, 
weve been repaid tenfold. We're 
going to keep it up. Only the other 
day | told Willis to find and train 
another man for his job. | think we'll 
make him a vice-president next year. 

“| think you'll understand from 
what I've told you why | said a while 
ago that the small town banker has 
two opportunities to the big banker's 
one. Why if I were a New York 
banker I'd be up against it to find new 
things to do. It seems to me that 
you have agencies and organizations 
to undertake any and every thing. 
You have your Chambers of Com- 
merce and your Merchants Associa- 
tion which occupy themselves in a 
score of ways to promote the general 
good. Our town is a bit too small as 
yet for such organizations, but for 
several years I've made it my business 
to get behind every progressive move- 
ment. Modesty prevents my saying 
just how many times we have done the 
starting, besides furnishing a deal of 
the power afterwards. Fortunately 
the banker is expected to be a leader, 
and we have endeavored to be leaders. 
We've helped to build new roads, to 
erect a new courthouse, to bring new 
industries to town—.”’ 


For Protection of Savings 





N organization for the promotion 
and protection of savings was | 
formed recently in Boston, Mass. 
The association aims to teach : 
1. The fundamental difference 
between investments and specu- 
lations, and capital and income. 
2. The necessity for full and 
careful investigation before mak- 
ing any investments. 
3. The risk of investing in un- 
tried enterprises. 
4. The safety of banks and how 
banks invest the accumulated 
small savings intrusted to them. 
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ENVELOPES 
Mt for the 
oa, Success 
BRanker— 


=, Correspondence: 


Envelopes of every style—of every size—for bank correspondence—made in 
all papers and sold at a usable price. Wallet Flat Style, size 11 (first illustration), 
in durable Kraft—Special Address Saver, size 9 (second illustration), for 
mailing monthly statements are popular styles. There are many others. 
Samples of any or all cheerfully sent on request, or we will be glad to quote 
you prices on the envelopes you are now using. 


age . 
" 
4 mportant Mailing: 
a . 
ss We have several styles of envelopes specially designed for carrying currency, bonds, 
SS and other valuable p 


’ — Best of workmanship; tough, strong papers with — 
c+ ea umming on flaps provide the necessary endurance and safety. ote 
oo eee ME “an Site rl Mail Envelope (sixth illustration). We also recom- 
wot x mend mae tee Fibre Mailing Envelopes, either flat or expanded— ‘Important Mail” 

* Envelopes, ‘‘Security”’ and ‘Safety Express’’ Styles. Mention size and quality 
needed ; send samples of envelopes you now use ; we will gladly send samples and 
prices. Describe your needs—we will suggest the most serviceable envelope. 
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Central Natenal 
Bank 
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DERARTMENT Fil 1 nN Gg: 
Leather Fibré Filing Envelopes outlast many times the ordinary kind. They 
reduce high clerical expense that is wasted in copying records from worn out 
1 envelopes. Five years hence they will still be ‘‘on the pol Note illustrations 
3,4and5. Special sizes made to meet your individual requirements. 





Berkowitz Bank Systems save dollars in clerical cost, 
speed office routine, avoid mistakes, and build good will for your bank. 
rite for details of our Cancelled Voucher System. 
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No tourons —$—— 5 @ » a 
Depos: tor. ce bets incor Tae te 
‘THE AMERICAN BANK ¢ TRUST CO New 
DewvER, COLO - 


SEES T5. : : 
__«—«<" LEATHER FIBRE POCKET WALLET sent free to bankers. 


Write for yours today. Tell us your envelope problems. 
We will solve them for you. 

















Four Years Ago— 


The Burroughs Adding Machine Company 
found that by using a number of financial pub- 
lications, in its efforts to cover the bank field, 

it would get only a spotted and incomplete 
B A N K E R S circulation with a great deal of duplication and 
at a page rate per thousand that made this a 


CONSTRUCTION CO. very expensive special market to cover. 


Now, with THE BURROUGHS CLEARING 
DENVER, COLO. HOUSE, the company is reaching every bank 
in the United States and Canada with a maga- 





ARCHITECTS ENGINEERS zine that is hailed by its readers as one of the 
AND BUILDERS OF BANK ee 

BUILDINGS AND EQUIP- If you have a message to deliver to the bankers 
MENT EXCLUSIVELY of America we should be pleased to show you 


how THE BURROUGHS CLEARING HOUSE 


can help solve your particular problem of dis- 
AT A-PREDETERMINED AND GUARANTEED tribution. 


ESTIMATE OF COST, THIS ORGANIZATION 
EXECUTES CONTRACTS AND PROVIDES 


A COMPLETE SERVICE WITH UNDIVIDED See 
RESPONSIBILITIES. earing Mouse 
Inquiries Invited Detroit, Michigan 
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SELECTIVE SERVICE ! 


for COUNTRY and CITY BANKS 
and TRUST COMPANIES, affording 


at moderate cost 


, COMPLETE 
ADVERTISING 
CAMPAIGNS 


(including all necessary materials) 


by 
1 EDWIN - BIRD - WILSON 


INCORPORATED 
| NEW YORK CHICAGO 





acetal 


For full information address: 
' GEORGE K. REED, Manager : 
81 East Madison Street, Chicago 
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87% of the Banks in Detroit Buy Oplex Signs 
Fy) Detroit durin percent of the signs sold to banks in 


Detroit during the past three years have been Oplex 

Electric Signs, showing how well Oplex Signs meet 
the banker’s needs. Raised, snow-white letters on a dark 
background, perfect day signs as well as night signs, great- 
est reading distance, lowest upkeep cost, and above all the 
distinctiveness of Oplex design. 

Let us send you a sketch showing an Oplex Sign for 
your bank. : 
THE FLEXLUME SIGN CO, "rcrmcat, spvgurisive 

Pacific Coast Distributors Canadian Factory 

Electrical Products Corp. 


The Flexlume Sign Co., Ltd. 
Los Angeles. Cal Toronto, Ont. 
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THE BURROUGHS 


New Accounts—Effectively 
Handled 


By H. K. DOWLING 


President, Troy Trust Company, Troy, N. Y. 


N interesting system for handling 

new accounts economically and 
with unusual neatness is being used 
successfully by the Troy Trust Com- 
pany, Troy, N. Y. 

After the accounts have been ap- 
proved and sent to the receiving 
teller in the usual manner, the signa- 
ture cards are passed to a stenogra- 
pher who typewrites the name of the 
new customer on the bottom of the 
signature card, at the same time 
listing on a prepared sheet the name, 
address and amount deposited. This 
list is turned in to an executive at the 
end of the month for permanent 
record. 

At the time of making out the 
signature card and while the list for 
permanent record is still in the hands 
of the stenographer, she also writes 
an order slip for the name plate for 
that account, this slip afterwards 
going to the addressing machine files 
for use when necessary for changing 
and re-heading an account. With 
the signature card still on the desk, 
the stenographer typewrites the name 
on a slip prepared for insertion in the 
check file guides in the cancelled 
check cabinet. 

The signature card is then delivered 
to the paying teller who in turn places 
it in a revolving alphabetically ar- 
ranged signature cabinet standing in 
his cage, the arrangement of the cards 
corresponding with the arrangement 
of the accounts in the statement trays. 
The trays are rolled into his cage at 
the conclusion of the posting of the 
statements, so that for two-thirds of 
the day at least, the teller has at his 
side the account of every depositor in 
the bank. This arrangement saves 
a great deal of checking up for the 
bookkeepers in the event that the 
teller is in doubt as to the authenticity 
of any check that he is asked to cash. 

The same principle reversed is used 
when an account is closed, the book- 
keeper taking out the ledger sheet, 
writing up the statement, removing 
the division card in the check file 
cabinet and the name slip from the 
check file guide and delivering the 
latter to the paying teller. ‘The pay- 
ing teller then takes the signature 
card from the revolving signature 
cabinet. The statement of the ac- 
count, when checked by the clerks in 
charge, is mailed to the depositor. 
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Train for the Big Rewards in Banking 


OU bank men who think you 
are caught in a treadmill — 


THINK AGAIN! 


“The future of American banking,” 
to quote from a recent issue of the 
Saturday Evening Post, “‘is so bright 
that it is almost dazzling.” 


Apply this statement to your own 
promotion, and what is the answer? 


The future of the man who prepares 
himself to cope with the banking 
and financial problems of our new 
America holds out unlimited possi- 
bilities. 

New concerns are asking for credit. 
be granted? 


Banks are vying with one another for new 
business. How can they get it on a profitable 
basis? 


Enterprises, new and old, are in need of capi- 
tal. How can they best be financed? 


Foreign trade for 1920, is estimated to reach 
the amazing total of $14,000,000,000. How can 
this business be held and increased, to the 
banker’s advantage. 


Shall it 


Trained Men Needed 


Hundreds of ambitious bank men, 
awake to these larger opportunities 
for trained men, are already equip- 
ping themselves for useful and profit- 
able careers in the banking field. 
Enrolled with La Salle Extension Uni- 
versity, they are working out for 
themselves, undercompetent instruc- 
tion, the actual problems of Banking 
and Finance. They are rapidly get- 
ting in line for those higher posts in 
banking where training counts and 
the rewards are large. 


You Can Win Out in Higher 
Banking 


Why not decide today to qualify 
for an important post in this field 
of higher banking? You can do so 
in the quiet of your own home, 
without in the least interfering 
with present business duties. 


Your first step is to fill out the 
attached coupon and mail it to La 
Salle Extension University. It will 
bring you without cost the 60-page 
booklet, ‘‘Banking and Finance”— 
which tells how hundreds of ambi- 
tious bank men have opened the door 
to greater responsibility, rapid pro- 
motion, larger salaries. 

Remember, it is you who dictate and 
control your future. You have 
twenty-four hours in the day. No 
man has more. Employ your spare 
time to advantage and you can go 


LA SALLE EXTENSION UNIVERSITY 
Lept. 1291 BR., Chicago, Il. 


Please send me catalog and full information regarding the course and 


service I have marked with an X below: 


LJ BANKING AND FINANCE 


With catalog of this course, send me details of your “‘ Problem Method’’ 
of training. Also free copy of book ‘“‘Opportunities in Banking and Finance.”’ 


as high asthe best thatis in you com- 
mands. This booklet tells you how. 
Write or send the coupon TODAY. 





Read what La Salle students write 
from their own experience: 


‘“‘I am too busy reaping the bene- 
fits from the first half of the 
Banking and Finance Course to 
take up anything else at present,”’ 
writes Albert H. Brownell of the 
Citizens Union National Bank of 
Louisville, Ky.; ‘‘I have just re- 
ceived another raise of $600.00. 
This makes a total gain of 400 per 
cent in salary in nine months. 
Can either you or I ask more?”’ 


‘‘In the last six months, as a result 
of my study,’’ writes H. C. Fultz, 
Assistant Cashier of the Farmers 
and Merchants Bank of Limon, 
Colorado, ‘‘I have had an increase 
in salary of nearly 50 cent, but 
it is the knowledge of Banking and 
Finance that I am acquiring and 
the foundation I am building for 
something better, that gives me 
greatest satisfaction.”’ 














La Salle University offers training for every business need. If more interested in one of the 
following specialized courses, check below. We will send free, catalog and copy of our interest- 


ing book ‘“‘Ten Years’ Promotion in One.”’ 
O Higher Accountancy 
O Traffic Management — 
Foreign and Domestic 
O Production Efficiency 
O Business Letter Writing 


O Business Management 
O Law—Bar, LL.B. Degree 
O Commercial Law 

O Bookkeeping 


| 1 
| | 
| | 
| | 
| | 
Other La Salle Courses 3 
| | 
| | 
| | 
| | 
| 


O Commercial Spanish 

O Public Speaking 

O Business English 

O Coaching for C.P. A. and 
Institute Examinations 


LA SALLE EXTENSION UNIVERSITY 


The Largest Business Training Institution in the World 
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Reduce Your 
Bookkeeping 


Cos ts By installing a 


FAULTLESS 
Capacity: Turning Post 
260 to 1100 Accounts Ledger 


Permits instant reference to, 
and clearly reveals, the balance 
of each account. 

Oval-shaped posts release or lock the 
sheets in an instant. Sheets cannot 
slip. The simple, yet sturdy ratchet 
stands are adjustable and detachable. 
Other valuable features. 

Write for Circular T. P. B. 


STATIONERS LOOSE LEAF CO. 
New York Milwaukee Chicago 





Binder unlocked, being held by the 

back, which demonstrates that sheets Note the accessibility 
will not fall out of ledger when to the various accounts, 
posts are turned horizontally. regardless of the num- 


ber of sheets in binder. 






























Separate compartments for 
listed and unlisted items— 


1. For checks not listed. 

2. For checks listed. 

3. For deposit tickets not 
listed. 

4. For deposit tickets 
listed. 


The faster the left hand turns up the items the faster you can list them. 
Every minute and every motion can be made to count if you use a Coleman Time- 
Saver Check and Deposit Tray. 
The ideal way to keep checks or deposit slips arranged in convenient order to facilitate 
listing or posting. Enables the operator to save many minutes of valuable time each 
day, and to avoid dropping or confusing items handled. No delay for tellers or clerks; 


the left hand turns up items as fast as the right hand lists them. Apply the principle 
of the currency drawer to your bookkeeping methods. 


Thousands of banks all over the country use Coleman Time-Saver 
Check and Deposit Trays. Many large banks have equipped all 
machines. No bank too small to use profitably. 


IMMEDIATE DELIVERY FOR A LIMITED PERIOD 


Price $9.85 f. 0. b. Detroit, Mich. 


Coleman Time-Saver Company 


1014 Dime Bank Building DETROIT, MICH. 
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The Friendly Note in an 
Ohio Bank 


E strongly believe in the per- 

¥ sonal element’ in our relations 
with customers and prospects as well,” 
says an Ohio banker, “and for several 
months have been cultivating that 
idea through personal notes to such 
of our customers, friends and ac- 
quaintances as qualify for attention. 
Whenever a customer or prospective 


| customer, or just plain acquaintance 


of the bank, goes into business, sells 
out, branches out, engages in a new 
enterprise, makes a real estate deal, 
delivers a speech, or does anything 
that furnishes legitimate pretext for 
a brief note of friendly comment or 
congratulation, we get that note out 
to him as soon as possible. Each 
letter is an individual production; 
there are no stock paragraphs. 

“Of course this means work—and 
lots of it—but from what we have 
already observed it is a potent factor 
in the development and maintenance 
of good will. Figure it out for your- 
self. Suppose you are a_ business 
man, of more or less prominence, in 
our town. And suppose you have 
the misfortune to slip on the icy pave- 


| ment and break a leg or an arm. 


Then, while you are laid up and 
probably chafing at the ill luck that 
is keeping you away from work, one 
of your friends (who just happens to 
be an assistant cashier in the biggest 
bank in town) writes you a note like 
this: 

““We are mighty sorry to hear of 
your mishap and trust that the actual 
facts are not as bad as reported. 
However, the consequences cannot 
be so serious as if you were an older 
man; and we feel sure that the splen- 
did organization you have built up 
in your office will keep things going 
fairly well until you are back on the 
job again.’ 

“You are pretty apt to feel kindly 
disposed toward his bank, are you 
not? Judging from our experience, you 
certainly are. Not content to wait 
until they could write their ac- 
knowledgment, many of the people 
to whom we have addressed such 
letters have called up to thank us for 
our interest in their personal affairs. 

“We get the material for such notes 
from the daily papers, which are care- 
fully scanned for “human interest’ 
items. But wearecareful not to intrude 
where we do not have the justifica- 
tion of some degree of acquaintance 
and we try “o govern the tone of each 
communication by the degree of our 
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Our 
Correspondents 
Save 


Both ‘Time 
and Money 


Just as Philadelphia is 
the logical collection 
center of the East The 
Philadelphia National 
Bank is the logical bank 
through which to route 
your items. 


This bank has profited 
by many years of ex- 
perience in making col- 
lections and has laid 
special emphasis upon 
the development of its 
twenty-four-hour Tran- 
sit Department. 


Items handled at par for 
correspondents ; no charge 
for telegraph transfers. 


PHILADELPHIA 
NATIONAL 


PHILADELPHIA, PA. 











.——S—_——_ 
KU: SAVE 75% 


Ordinary writing ink contains 98 % water and 2% ink 
solids. Don’t buy water—Buy 


HALCO INK POWDER 


—actual ink solids that dissolve instantly in water, 
making a free-flowing, non-fading, non-corrosive ink that 
will give entire satisfaction. 





Halco Inks will save you money. 
Send for free samples and prices. 


| SHALLCROSS COMPANY 
1448 Grays Ferry Road Philadelphia, Pa. 
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Absolute Time Records 


Know to the minute when work is started 
and finished; when orders are received 
and delivered; when letters are received 
and answered. 

Kastens Time Stamps cost little, are 
built for long service, and work quickly, 
smoothly and accurately. 


Send for catalogue showing 
various styles with prices. 















421-425W.27th St., New York, N.Y. 











intimacy with the reader. Unless 
there is some particular reason for 
doing so, we make no reference to 
business. Our notes are simply little 
amenities between friends, and as 
such they certainly cement friend- 
ships. 

“We have seven active executive 
officers and three department man- 
agers. These ten men have a wide 
circle of friends and acquaintances 
between them, and it is seldom that 
we cannot find some point of contact 
with the principal of a business-news 
item. It is easy to reach people 
‘where they live,” anyway. 

“The use we make of calendars 
might prove interesting. Some time 
ago we got tired of catering to ‘calen- 
dar collectors’ —the people who gather 
up all the souvenirs of this kind they 
can and then discard all but the ‘pret- 
tiest.. So we designed a calendar for 
those who want a calendar not a 
picture. 

This calendar has a specially made 
pad of twelve monthly leaves. The 
pad measures about 5 by 6 inches and 
contains figures as large and plain as 
can be printed in the space. A line 
of advertising is also printed on each 
leaf. The complete calendar measures 
about 6% by 12 inches; and if anyone 
tears off the top part, with its halftone 
of our building, he does not thereby 
eliminate all the advertising. 

“Three other features are peculiar 
to this calendar: 

“1. On the pad leaves for March, 
April, May, June, September, Octo- 
ber, November, and December, we 
print the reminder, ‘Interest on 
.---th Liberty Loan Due on 15th.’ 

“2. On the April, August and De- 
cember leaves, ‘Interest on Savings 
Payable on the First’ is printed. 

“3. We note legal holidays by 
printing the words ‘All Banks Closed 
Today’ in red where the figures would 
occur. 

These features seem to us to be of 
more practical value than the changes 
of the moon you find on most stock 
calendars. At any rate, people call 
for our calendars and compliment us 
on the convenience of the reminding 
notes. Of course it costs a little extra 
to have the pads made specially, but 
at that the expense is one-third to a 
half of what the conventional ‘art 
subject’ would cost. And we believe 
that circulation is more beneficial 
than mere ‘prettiness.. With the 
other means of publicity we employ, 
our calendar is a distinct help in pro- 
moting the growth of our institution.” 
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Now is the time for banks to render a 
public service to their communities and 
to their customers. Stimulate saving— 
stop the purchase of wildcat securities 
—keep closely in contact with your 
customers—reach out after new 
business with clean-cut, strong, direct 
advertising. 


You can print form letters, bulletins and notices 
—typewritten, handwritten, and illustrated — 
in your own office, without delay, almost with- - 
out cost, with a 


ROTOSLEER 


Used by hundreds of banks. Easy to operate. 
It prints 50 to 75 copies a minute. We have 
many samples of bank letters and advertising 
matter— successful ideas that other banks are 
using. with profit. We will gladly send copies 


of them on request. 
FREE TRIAL 


We will send the Rotospeed with 
complete equipment on free trial 
to any bank. Use it. Try it out. 
Compare it with any other dupli- 
cator at any price. It will save 
its cost before you have to de- 
cide whether you want to keep 
itornot. Mail the coupon for 
booklet, samples and further 
details of this free trial offer. 
Mail the coupon NO 


The Rotospeed Co. 


327 E. Third St. 
DAYTON, OHIO 














THE ROTOSPEED CO. 
327 E. Third St. Dayton, 0. 


Please send me, without obligation, 

details of your free trial offer, descriptive 

booklet and samples of work printed on 
Rotospeed. 
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11-35 MONTGOMERY sT., SAN FRANCISCO 11-36 


Bank of Italy Se 


to reoemy pores IL = 
Bank of 


For CREDIT of F Reserve San Francisco, 
for our account, We enclose herewith the following checks and drafts on banks in your city. 
Wire non-payment of items of $500 oF over to Federal Reserve Bank of San F 


—_ 
giving reasoo for non-payment 


Retara rejected items to this bank, with advice to Federal Reserve Bank of San Francisco. 





rancisco, naming endorsement 


Items $10 of under: Deo not 
, . P ‘ if items do not bear on the face this stamp oF similar stamp 
Protest eenelo Ieems S10 9110 $1,000: \eontsising the transit number of @ preceding bank endorser 
Items __over__ $1 900; Protest in all cases. 

— . i 


AMOUNT 


ENDORSER DRAWEE 

8010 3255 
10590 3 200 

2 42990 

47458 

90 856 2 fn2 2000 
90 856 2 5 83 
90 1553 2 oo 2,00000 
4234 2 12 1800 
2210 2 3 1815 
35 2.10443 

2210 2 5 10000090 
5610 2 4 40000 
6699 2 9 62230 
6699 2 18 50000 
4210 2 23 42500 
9934 2 1 550 

45,60911* 
8010 2 1 1590935 
> 57 242 i1¢ 
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Three of the five different styles of 
transit letters written by the Ban of 
Italy are shown here, also a typical 
deposit slip and a letter telling of the 
bank’s experience with the Burroughs 
Transit Machine. Customers are Te- 
quired to write on deposit slips the 
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4950” in the endorser column stand 


Y ITEMS REMITTED BY COUNTRY ITEMS 
pasa TED BY MONTGOMERY ST., SAN francisco 11-35 
nee: Bank of Italy 
Montgomet y He , SS _ To 
DERAL RESERVE BANK OF SAN FRANCISCO 
_-preeno cals Smee ae _— For Credit and Advice 
Bank of Ptaly in accordance with terme of Fi eserve Bank of San Francioce Ciresler 9° 
COMMERCIAL bas marta Y 4, ___1920_ rd 
Date 9-3-0. pms —=|ENDORSER —SRAWEE ——;<MOUNT __ 
o ued gaming © werent 
tyes $0 on SSeS a saeatenr s HO PROTEST 2\7 1 90 278 420 
am rar 
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problems the average bank has to solve. 


CY pecticas we checks present one of the biggest 


You want to be absolutely certain that if a check is 


lost or stolen you can locate the maker and obtain a 
duplicate. 


Writing transit letters in detail by hand or by type- 
writer may afford the information wanted, but it is too 
slow and expensive. Modern banking practice calls 
for speed and economy as well as accuracy. 


The Bank of Italy uses Burroughs Transit Machines in 
many of its 24 branches throughout California. Each 
branch handles thousands of transit items a day. 


‘Results have been uniformly satisfactory,” says H. R. 
Coulter, chief accountant, “and we have always been 
able to locate a lost, stolen, or a disputed item in 
Burroughs transit letters. We find Burroughs methods 
infinitely better than the old pen-and-ink or typewriter 
method, and we can save at least 50% of the time 
required by older methods.” 


Endorser and drawee are both identified on the transit 
letters by numbers. This is made possible— 

1. By having customers specify by number on deposit 
slips the banks on which foreign checks are drawn. 


2. By providing customers with endorsement stamps 
bearing code numbers for identification purposes. 


3. By having a numerical code to designate the last 
endorser in cases where no number has been assigned. 






Thirty-nine 





Thousand of Transit Items a Day—Every 
One Completely Described by a Burroughs 


Bank of Italy Finds that Burroughs Methods Combine 50% 
Time Saving with Clear, Accurate Record of Checks Handled 


This plan makes it possible to describe completely 
every item on a Burroughs Transit Machine, since 
identification in each case is by number. The code 
method of describing last endorsers not having regular 
transit numbers is particularly interesting since these 
miscellaneous items present the greatest difficulty in 
the average bank. The numerical plan used in this 
way is original with the Bank of Italy. 


Each letter of the alphabet has been given a number. 
The letter of “A” is represented by 10, “B” by 20 and 
soon. Paying tellers are identified by 111, Savings by 
777, Exchange by 555, etc. Each branch of the Bank 
of Italy has a number which is used for internal records. 
Charts with this code are beside each Burroughs 
operator. 


“Our clerks find it easy to memorize these numbers,” 
says Mr. Coulter, “and we find it a distinct advantage 
to describe each check completely on the Burroughs.” 


The first two letters of the last name of the last 
endorser are written in code. “Brown,” for instance, 
would be 2099, indicating “Br.” This has been found 
a quick method of listing items and an absolutely 
satisfactory means of tracing them. 


No doubt you can make use of this plan or some 
modification of it in connection with the Burroughs 
Transit Machines to handle your foreign items. Any 
of our representatives will gladly explain how you 
can assure accuracy and save time and money by 
Burroughs methods. 
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“It Makes Our W ork Easier 


Buyers Ledger is pleasing to handle and work with. It is strong and 
firm—so easy to manage, compared with other papers we have tried. 
When Mr. Simpson asked me which ledger paper we girls liked, I 
at once told him “Buyers.” 


It keeps us good-natured in spite of the rush, and helps us to get 
out the work. 


UYERS LEDGERT 


A strong, moderate-priced paper for machine bookkeeping and statement work 


‘Buyers’ is the identifying trade-mark for this ledger paper; it is the 
mark of the paper maker, not the jobber, converter or stationer. 
The mill holds itself responsible for the maintenance of the “Buyers” 
standard in ledger paper. 


Any printer or stationer can supply Buyers Ledger 
in your work ; it 1s distributed nationally. 


FREE TRIAL SHEETS—If you wish to experiment in your own office, without 
obligation whatsoever, send for 25 Trial Sheets of Buyers Ledger cut to 12x12 inches 
(standard package; if other size is desired, please specify). You decide whether 
Buyers Ledger will help your operators “get out the work.” 


CHEMICAL PAPER MANUFACTURING CO. 


Holyoke, Mass. 
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Every bank executive 
should have this book— 


It is not a catalog but an authoritative treatise on the subject of 
bank filing— illustrated with photographs of installations in lead- 
ing banks throughout the country. 


This book divides bank filing into seven definite classes :— 


1. General correspondence 4. Checks and deposit tickets 

2. Credit correspondence 5. Foreign correspondence 

3. Transit correspondence 6. Statistical and data information 
7. Trust Department correspondence 


The systems described are in actual operation in thousands of 
banks. Hence the practical value of this book. We shall gladly 
send a copy—free—to every interested bank executive. 


Write for *‘ Bank filing’’ 
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Card and filing Filing cabinets 
systems Founded 1876 wood and steel 
Boston New York Philadelphia Chicago 
43 Federal street 316 Broadway 910 Chestnutstreet 6 N. Michigan ave. 
Albany, 51 State street Pall River, 29 Bedford strect Portland, Me.. 665 Masonic bide. worth & Co. 


Hartford, 78 Pearl street 











Providence, 79 Westm inster street F- ¥ Wentworth & Co., 
g. 








Richmond, 1223-24 Mutual bid on Premcieco, 539 Market street 
Birmingh Vault Floor, Houston, 1116 Texas ave. Seatien 108 Che 
County Bank bldg ef ndianapolis, 212 a Bank Lidg. ae Louis, 805. eee Oakland, 305 Thi eenth. street 

Bridgeport, 989 Main street fanene Lity, 216 Ozark bid Scranton. 408 Connell bldg. McKee & Wentworth, 
Buffalo, 120-122 Pearl street ouisville (Ky.), 508 Rep uli bldg. Springfield , Mass., Whitney bldg. Los Angeles, 440 Pacific Electric 
Cleveland, 248 Superior arcade teen 620 Caswell biock Syracuse, 401-407 Gurney bidg. bidg. 
Columbus, 20 South Third street Minneapolis, 428 Second avenue, South Toledo, 620 Spitzer bidg. Parker Bros., 
aap 480-456 Gas and Electric bids. Eee een “ts Game street Washington, 743 15th street, N. W. c Bayt hg Field street 

SORES SP Ene ones Pittsburgh, 637-39 Oliver bldg. Worcester, 627 State Mutual blag. —_©- @; HARITS city, 204-205 Ness blag. 

FOREIGN OFFICES London Manchester Birmingham Cardiff Paris 






































How do you store 
your records—?P 


HAT important statement was filed 

somewhere. Now it can’t be found. 
It not only tries one’s patience but it 
costs lots of time in searching. 


Baker-Vawter Storage Units solve this 
problem. There are seven of them; they 
meet every requirement. Stacked one 
upon another they form a group that’ll 
hold your cancelled checks; transferred 
cards; old savings pass books; your cor- 
respondence and transferred ledger leaves; 
all within reach of each other. 


The Baker-Vawter Units mean more 
storage for the given floor space than any 
other filing system, wood or metal; they’re 
attractive in appearance; operate easily; 


and are proof against dampness, dirt, 
vermin. 


BaKer-VawTeR COMPANY 


Originators and Manufacturers Loose Leaf and Steel Filing Equipment 


Offices in 47 Cities. Manu- 
facturing Plants at 


Benton Harbor, Mich. 
San Francisco, Calif. 
Holyoke, Massachusetts 
Kansas City, Missouri 


Canadian Distributors: 
Copeland - Chatterson, Ltd. 
Brampton, Ontario. 
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